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Here are some mighty important reasons 
why more and more ‘Do-It-Yourself’ cus- 
tomers are buying BURNS Aluminum 
Tension Screens. ‘Live Wire’’ Tension 


an active, lively, springy tension that locks 
tight and stays tight and patented BURNS 


that can 


Z EASY TO INSTALL! Anyone 
BURNS 


use a screw driver can install a 
SCREEN in 5 minutes or less. 

2. EASY TO OPEN! A simple flip of the fin- 
ger releases the tension catch and a BURNS 
“Live Wire’’ screen is open as simple 
as that! 

ry STAYS TIGHT! Full length . . . No shorts 
yet BURNS patented catch keeps screen 
snug and tight with no sag or warp. 
NO RUST or STAIN! Always bright and 
new looking. No upkeep needed. 
NO HEAVY WOODEN FRAMES to cut, 
fit, paint or store! 
ROLL FOR STORAGE! Easy to store in 














ALUMINUM 
SCREENS 


catch are outstanding features that sell 
BURNS Screens first and keep them sold. 
Bigger savings for customers and bigger pro- 
fits for dealers keep BURNS Screens moving 
fast in a fast-growing ‘Do-It-Yourself’ 
market. 


winter (package makes handy storage pack). 
Z COLORFUL PACKAGE! Outstanding on 
the dealers shelf . . . it’s easy to handle, easy 
to see and easy to sell! 
FAST SELLER! Attractive package .. . 
patented catch and dependable fit makes 
BURNS SCREENS move! No dusty, shelf- 
worn packages to cut down on profits if you 
carry BURNS SCREENS! 
FULL MARK UP! Full price mark-up and 
dealer protection mean more profits to 
dealers! 
DEALER AIDS! Attractive newspaper mats 
and statement stuffers help increase traffic in 
your store! 
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ALL General Doors are HOT Plate Pressed 








things start happening .. . when yoll push a General Door 


You sell one order of General Doors and, first thing you know, you are 


on your way to doing a big and profitable quality door busines 


Your customer gets doors that are easier to hang, (because General 


Doors are accurately sized and squared) ; he saves time and 
money on finishing work, (General Doors are belt-sanded 


and polished on precision equipment). 


He eliminates complaints, (General Doors are made only 
seasoned lumber, held to scientifically-controlled moisture 
content.) He finds that quality is far cheaper in the long ru: 


This close attention to quality details in the General 
plant builds steady repeat business at your yard. 
That is why dealers like to push General Doors 
why dealers have made General the largest 


producer of flush doors. 


General Plywood Corporation 
Louisville 12, Kentucky 


The Doors that pass 
the “elephant test’ 


Gibraltar 


KENTUCKY 
Lolane 
FLUSH DOORS 














STEEL eh 


TRACE MAR 


| "Now in the new 


50 POUND SIZE 


Nail Caddy 


Now another DrxisTEEL product comes to you in the popular Drx1sTEEL 

Nail Caddy—Drxisteet Lead Head Nails! And best of all, they 

come in 50-pound Caddys, instead of hard-to-handle 100-pound 
wooden kegs. 


Here are the ideal roofing nails in the ideal package. Put 
them on the counter where your customers will see them 
and see if your sales don’t increase. 


Get a supply from your wholesaler or jobber now. 


PA 


e@ Bright or Galvanized 


@ Seven Lengths: 
1,1%, 1%, 1%, 2, 2%, 2% 


All No. 10 Gauge 


ATLANTIC STEEL COMPANY 


P.O. Box 1714 « EMerson 3441 
ATLANTA 1, GEORGIA 
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Ih TELL YOUR CUSTOMERS 
y They'll never have 


~ to PAINT 


- TENSION-tite 


ALUMINUM SCREENS 





@ They never rust or stain... never 
need painting. 

@ Installed from inside in less than 
five minutes. No ladder needed. 

@ They cost less than wood-frame 
screens, 

® Sizes for all double-hung wood 
windows. 


él eal 
EXCLUSIVE GUIDE BAR 


Detaches to serve as a template for locating correct 
position for the top and bottom screws. Returned to 
the screen, it becomes an adjustment bar, closing 
any space between screen and sill. 








Write for names of nearby jobbers who stock TENSION- tite aluminum screens 


RUDIGER-LANG CO. 


Suite 308, International Trade Mart, 
J k New Orleans, La. 


*Trademark of Rudiger-Lang Co 
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Murray 30” Window Fan 


Murray 20’ Window Fan Le ; Reversible or Exhaust— 
Reversible or Exhaust— oy y Only, 1 or 2 speed 
Only, 1 or 2 speed 











Murray 24” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 


Murray fans are made in the South, with 
the Southern customer and the Southern 
dealer foremost in mind. Murray — and only 





Murray offers a complete line — a type of attic Maney Atle fen 


or window ventilating fan to fit every : Vertical Discharge 


Southern home, every Southern pocketbook. 
Murray — and only Murray — offers a 
complete money-back inventory guarantee to 
its distributors. Murray — and only Murray 
— offers the best product, the best 





advertising back-up to Southern dealers. 
For full information on dealer and distributor . a " Murray Attic and 


. : vara ly , Industrial Fans 
franchises and free catalog, write... ) ve Horizontal Discharge 


Exclusive National Sales Agents for Murray Fans 
H. C. Biglin Co., Inc. 


177 Harris St., N.W. , 4 ee Ao Murray 16” Window Fan 
Atlanta, Ga. caine ih ay Portable room-to-room 


Company of Texas, Inc. 
VENTILATING FAN DIVISION ° ATLANTA, GA. 
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guILO IT BETTER-FASTER 
cneAPER WITH THE FAMOUS 


association 
directoru... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: Byron P. Howlett, Monticello, 
Ark. 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 6-5541. President: T. A. Roe, Green 
ville, S. C. 


Florida Lumber and Millwork Association — 2218 Edge 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi 
dent: B. Frank Edwards, Tampa, Fla. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: H. L. Shannon, Henderson 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President 
R. Needham Ball. Tel. 2-4080. President: Harry V 
Balcom, Bossier City, La. 


Building Material Merchants of Georgia—1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: W. O. McNair, 
Macon, Ga. 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: John Arm- 
strong, San Angelo, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President 
G. Hunter Bowers, Frederick, Md. 


Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi 
dent: T. A. Rigdon, Forest, Miss. 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager: W.M 
Morgan. Tel.: 7-0338. President: Virge Steger, Durant, 
Okla. 


Southwestern Lumbermen’s Association—5|2 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T 
Flint. Tel. Victor 2265-6. President: Fred S. Stephenson 
Chickasha, Okla 


Tennessee Building Material Association—7 | | Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton 
Knoxville, Tenn 


Virginia Building Material Association — 3305 Monu 
ment Avenue, Richmond 21, Va. Secretary-Manager 
Harris Mitchell. Tel. 6-1749. President: William N. Neff 
Abingdon, Va. 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary 
Sam H. Diemer. Tel. 364. President: Robert N Swiger 
Clarksburg, W. Va. 
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ONE-DER 


Taf LINE OF BUILDING 
Q PRODUCTS 


DOOR AND 
WINDOW FRAMES 
Easy to install—no job site 
assembly! Complete with 
trim both sides and all hard- 
ware. For block, brick or 
frame construction. Cannot 
warp or crack. Standard sizes 

prime coated. 


For further details, see 
Sweet's File 15/b On 
and 16/b On. 


We can also supply 
a complete line of en- 
gineered frames. 


ABLLSEF voor units 


Frame, trim, door, hardware 
in one carton. Level, nail 
through stud clips for quick 
installation. Rigid, accurate 
—won’t sag or bind. Stand- 
ard sizes for 1-3/8" doors. 
Prime coated. 


SLIDING CLOSET 
DOOR UNITS 
Newest sliding door unit 
with overhead V-track 
suspension. Permanent- 
ly lubricated Textolite 
rollers. Prime coated 
all hardware furnished. 
6’ 8” and 8’ 0” heights. 

Easily installed! 





Order from your dealer, listed in the 
yellow pages of the telephone 
directory, or write wus. 


OHE-OER FRAME 
Corporation 


1232 37th Place, N. — Box 3068 — Birmingham 6, Ala. 
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Simplify your buying... Carry @ complete quality line... 


Order all these U°S°S Steel Products 
from a single dependable source 


YOU can simplify your buying procedures, cut 
the time and cost of checking records and inven- 
tory by ordering a complete line of steel products 
for the farm and home from a single reputable, 


dependable source... T.C. I. 


YOU can be sure that these products have { ) U-S-S AMERICAN FENCE, the 
customer appeal, too; they are the quality line l/ South's favorite farm fence. Easy 
T.C.C Soasl DP ‘ a sta Re to sell because it's mcde so well. 

of U-S’S Steel Products which have been proved gees iiaab hiel hie dle 


by use to give money-saving service. brand . . . it must be good! 
YOUR sales efforts are being backed up by 
forceful farm magazine advertising, popular 


radio programs, helpful literature and other 
sales-building aids. Sell the complete quality line Us S TENNESEAL V-DRAIN ROOF- 
gives better all-over protec- 
.- + US'S Steel Products. || i eS tion because of its strong con- 
3 ’ , struction, practical design, and 

long service. 


TENNESSEE COAL & IRON 
DIVISION U-S:S AMERICAN BARBED WIRE 
UNITED STATES STEEL CORPORATION : has sharp, firm barbs regularly 


GENERAL OFFICES: FAIRFIELD, ALA. spaced, and a crack-proof, peel- 
proof coat of special, heavy gol- 


DISTRICT OFFICES: CHARLOTTE » HOUSTON ~- FAIRFIELD *. : vanizing. It is available in four 
JACKSONVILLE - MEMPHIS - NEW ORLEANS - TULSA ; different styles. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S AMERICAN BALING WIRE 


is specially wound for use with a 
variety of automatic pick-up bal- 
ers. Its guaranteed toughness and 
strength keep bales neat and 
tight. 


U-S-S BLUE BONNET BALE U-S-S TENNESSEE NAILS AND STAPLES 
TIES for tying straws, alfalfa, are made for all home and farm pur- 
bagging, paper and other poses in a wide voriety of sizes and U-S-S TENNESSEE STUDDED “T” POST drives 
materials. Strong, yet pliable shapes. Carry a complete line. easily, anchors firmly, is economical and prac- 
for easy tying. tical from pasture to poultry yar i. 


U°S°S AMERICAN FENCE 
U°S’S TENNESEAL V-Drain ROOFING 
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A sales aces 


Plywood has come a long way since the early days of the industry. 
Here at Associated, in addition to standard, high quality Doug- 
las fir plywood, we manufacture specialty panels. These products 
present new sales and profit opportunities to you. They are: 
SEA SWIRL decorative fir plywood. Interior and exterior, in 4x8’ 
panels (other sizes to order). 
KNOTTY SEA SWIRL decorative fir plywood. A companion prod- 
uct to select Sea Swirl, and now being manufactured in response to 
steady requests. 
BIRCH faced plywood with solid cores. In standard size panels, 
4,” and 4,” thickness. 
PHILIPPINE MAHOGANY faced plywood with solid cores. A 
companion product to Birch faced panels. 
APMI quality plywood products are available at company ware- 
houses, and through selected independent jobbers. Your inquiries 
are welcomed, 


BRANCH SALES 
WAREHOUSES: 


{268 Utah St, St. Louis, Missouri 

i814 Bengal St., Dallas, Texas 

4003 Coyle St., Houston, Texas 

Raleigh, North Carolina 

1026 Jay St., Charlotte, North Carolina 
Worley Road, Greenville, South Carolina 
925 Toland St., San Francisco, California 
Eugene, Oregon 

Willamina, Oregon 


SALES OFFICES: 


41 State St., Boston, Massachusetts 
595 E. Colorado St., Pasadena, California 


ASSOCIATED PLYWOOD MILLS, Inc. 


General Offices: Eugene, Oregon / Plywood plants at Eugene and Willamina 


Lumber mill at Roseburg 
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PREE § 1f you enjoyed laughing at Herb Brommeier's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular ‘Everything 
Hinges on Hager” cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 2 
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12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H.C. “—o Company, Inc., 
177 Harris St., N.W., Atlanta 3, Ga. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 
cludes over 100 photographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, 
Tacoma Building, Tacoma 2, Wash. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 24-pages. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for sa houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, III. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and specifications of 





Thrif-T packaged millwork items for 
windows, casements, exterior and in 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Sompeny, Musca 
tine, Iowa. 


36. Builders Hardware. New items 
and improvements in the Adams 
Rite line of locks and builders hard 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, coloni 
al entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex 


42. Removable Window Weatherstrip 
Units. Startling new development, 
reasonable cost, simple to instal! 
This unit will be limited in sales and 
distribution in given areas. Southern 
Metal Products Corp., 921 Rayner, 
Memphis, Tenn. 


44. Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo 
graphs. Ross Carrier Line, Industrial 
Truck Div., Clark Equipment Co., 
Miller St., Benton Harbor, Mich. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu 
tion shows the interlocking wind 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 


coverage of the shingles. The Ruber- 
oid Co., 500 Fifth Ave., N. Y. 18, N. Y. 


50. SSIRCO Building Products. [I- 
lustrated literature, newspaper ad- 
vertising mats, radio —— in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe 
fittings, flue, brick, drain tile, an 
structural specialties. The Oconee 
Clay Products Co., Milledgeville, Ga. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Co., Chattanooga 
Bank Bldg., Chattanooga 2, Tenn. 


66. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 
lite plastic-finished wall and ceilin 
panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. arsh 
Wall Products, Inc., Dover, Ohio. 


76. Insect Screen. Retail prices of 
Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 


(Continued on page 13) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Naome___ : aes wile 
Company 
Address 


City & State 





Please send me the bulletins cnd catalogs indicated. 


(Print Plainly) 


| 


February, 1954 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 
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Customers Buy The Best Known Products! 


The original, completely weather stripped removable win- 
dow. Easy to install, and so easy to clean! 


Architecturally styled for high placement in rooms requiring 
maximum of light and ventilation. 


SURE-LOKS embellish homes with an air of gracious beauty 
and provide full ventilation in all seasons. 


R-O-W DISTRIBUTORS 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 
MILLWORK PLANT: RENO, NEVADA 
THE MOST POPULAR BY 2 TO 1 
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Double your 
profit opportunity 


witho CELOTEX CEILING TILE BOARD 


S ve 
eer 1. Sell to homeowners 


for modernization. 
NS 


2. Sell to builders 
for new homes. 


More for their money —that’s what builders 
want to offer prospects — what remodeling 
homeowners demand. And you can cash in by 
featuring Celotex Ceiling Tile Board. 

Specifically designed for use in both new 
construction and remodeling, Celotex Tile 
Board provides distinctive ceiling beauty, plus 
extra insulation that helps keep rooms more 
comfortable the year ‘round. A sure cost cutter, 
too: builds, decorates and insulates in one ap- 
plication. Fast, simple installation—snug inter- 
locking joints hide all staples and nails. 

Celotex Tile Board goes beautifully with any 
wall treatment—wood paneling, paint, wallpa- 
per or Celotex Finish Plank. Equally appropri- 
ate for modern or traditional interiors. Various 
shapes, sizes, colors and textures can be com- 
bined for a wide variety of new patterns. 

But only with genuine Celotex Ceiling Tile 
Board can you offer such a wide range of exclu- 
sive colors and textures. Decorator-favored 
Celotex colors—Blue-Green, Sierra Rose, 
Ripple Blend—are styled to harmonize with the 
latest trends in interior decorating. 

Note the rich sculptured look of No. 95 Textured White And—only Celotex Tile Board is made of 
Celotex Ceiling Tile Board. This texture—exclusive with strong tough, long Louisiana cane Sbers— 


Celotex —is being featured in big, full color advertise- “eh 5 easlon ot end t tees by 
ments in Better Homes and Gardens and American Home. ae eae k 0y ee a a ae 
the patented Ferox® process. 


you're not already making full use of 
the double profit opportunity that is yours 
with Celotex Ceiling Tile Board, contact your 
Celotex representative now. He'll show you 
samples and give you the complete story. 
Sales come easier 


when you feature genuine 


CELOTEX 


BUILDING PRODUCTS 


The Celotex Corporation, 120 South LaSalle Street 
Chicago 3, Illinois 
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Protected rail 
é shipping area 


NOYO 


QUALITY CONTROLLED 


¢ 


Outdoor 
rail 
shipping 


area 


Assembling 
orders in 


Dry sheds @HY 


orders accurately 


Quality Control in Noyo Redwood includes protection 
under roof in giant shipping sheds where your orders are 
carefully assembled and loaded. Recognizing that the Re- 
tail Dealer must be able to rely on having all orders accu- 
rately filled and shipped as promptly as possible, Noyo 
keeps a careful check from registering your order to final 
tallying. It takes adequate facilities... timber, stocks, equip- 
ment, and trained personnel to render dependable service. 
Noyo has them all, plus a determination to keep true ‘once 
a Noyo Dealer —always!” 


REGIONAL SALES 


@ Sawn, edged and trimmed 
to produce the best out of log. 
@ Inspected and graded for 
consistent, dependable, uni- 
form quality. 

@ Scientifically seasoned to 
meet specifications called for, 


@ Surfaced and run to pat- 
tern by unexcelled planing 
facilities. 

@ C.R.A. grademarked, as- 
sembled and shipped to you 
under careful scrutiny to in- 
sure satisfied customers. 


REPRESENTATIVES 


In order to provide prompt 
efficient ‘on the job”’ service 
Union Lumber Company 


maintains carefully selected 


and trained sales representa- 


CHICAGO NEW YORK tives across the nation. Con- 


228 N. LaSalle St. 2735 Grand Cent. Term. 
CEntral 6-1172 MUrray Hill 9-5189 


LOS ANGELES 
117 W. 9th Street 
TRinity 2282 


SAN FRANCISCO 
620 Market St. 
S$Utter 1-6170 


Union Lumper ComPANy 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG + CALIFORNIA 


sult your local directory or 


write to our nearest office. 


Member: California 
Redwood Association 
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cluded. Wickwire Brothers, Inc., 
Cortland, N. Y. 


86. Wood Preservative. Descriptive 
literature tells the story of treating 
lumber against termites and decay 
with Penta-Preservative and Penta 
WR. Actual photographs compare 
treated and non-treated woods and 
show how preservatives reduce 
swelling and checking. The Chapman 
Chemical Co., Memphis 3, Tenn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Penn. 


96. GPX Plywood. New consumer 
folder introduces trade character 
who epitomizes the toughness and 
smoothness of GPX plastic-faced 
plywood. Folder shows and describes 
construction, specifications, and four 
grades of this material. Thirteen 
popular uses are spotlighted in three 
colors. Georgia-Pacific Plywood 
Co., 270 Park Ave., N. Y. 22, N. Y. 


98. Ideal Bathroom Cabinets. Cata- 
log shows cabinets in 18 designs and 
a wide range of sizes, including 
chrome-plated, fluorescent - lighted 
models. It also shows clothes-chute 
doors and milk and package receiv- 
ers. The Ideal Cabinet Corporation, 
7722 Joy Road, Detroit 4, Michigan. 


100. Tension Screens. Four Color 
counter display sells the advantages 
of Keystone Aluminum Tension 
Screens, such as easier installation, 
lower cost, eye appeal and durability. 
Easy to follow installation sheets and 
consumer envelope stuffers and 
newspaper mat service are also 
available for distribution to retailers. 
Keystone Wire Cloth Company, 
South Ave., Hanover, Pa. 


102. Stanley Electric Tools Catalog. 
A new 96 page catalog 4 Stanley 
Electric Tools, Division of The Stan- 
ley works gives full descriptive in- 
formation on the complete Stanley 
line of portable electric tools for 
working in wood or metal. Included 
are such typical items as Stanley 
Safety Saws, electric planes, port- 
able routers, tool sharpening grind- 
ers, electric drills, and many others. 
Stanley Electric Tools, 300 Myrtle 
Street, New Britain, Conn. 


106. National Lockset. Catalog illus- 
trating and describing the complete 
Series “410” National Lockset line. 
Locksets are reproduced in full color. 
Installation instructions, cross-sec- 
tional drawings and available fin- 
ishes are included. Special cutaway 
drawing Pg = up specific advan- 
tages and functions. The National 
Lock Company, Rockford, Illinois. 


118. Metal Siding Trims. Illustrated 
sales sheet and price list gives de- 
scriptions of rust-proof trims used 
for outside corners, inside corners, 
door and window trim, and drip cap 
for use over windows and doors. 
States dimensions, carton content, 
and dealer’s net cost per 1000 feet, 
and gives illustrations of siding trims 
in use. National Guard Products, Inc., 
540 Jackson Ave., Memphis, Tenn. 


126. Asphalt Products. The Certain- 
teed Products Corp., 120 East Lan- 


caster Avenue, Ardmore, Pa., has 
issued a new 32-page, 4-color cata- 
log for its asphalt roofing and siding 
It contains 90 pictures of Certain 
teed’s color blends and solid shades 


132. Completely Concealed Sash Bal- 
ance. A two color folder which gives 
details of design, construction and 
operation of Hidalift Sash Balance 
for double hung windows. Numerous 
illustrations explain the six easy 
steps for installation and the many 
exclusive features of this completely 
concealed sash balance. The Turner & 
Seymour Mfg. Co., Torrington, Conn 


144. “Porch Enclosures” — A new 
descriptive four page booklet show- 
ing the uses of Jalousies, features 
many photos of Jalousie installations 
that will spark ideas in the minds of 
home-owners who want to add more 
living space by enclosing their 
screened porches for year-round liv- 
ing. Before and after pictures vividly 
demonstrate the advantages of using 
Ludman Windo-Tite Jalousies for 
practical beauty plus year ‘round 
comfort. Ludman Corp., Jalousie 
Div., P. O. Box 4541, Miami, Fla. 


148. Wood Preservatives. Illustrated 
literature, technical bulletins on ap 
plication, newspaper advertising 
mats, counter display shipping car 
tons and price lists are available on 
PENTAchlorophenol wood preserva- 
tives. Wood-Treating Chemicals Co., 
5137 Southwest Ave., St. Louis 10, Mo 


150. Ponderosa Pine. 72-page book 
describes properties, uses and grades. 
Shows actual pictures of ne 
tive pieces in each grade. Lists rec 
ommended grades for various uses 
and standard manufactured sizes 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


colors. 
Color card mineral coating that 
stops water and beautifies all ma 
sonry in a variety of colors and 
white. To-the-point color card gives 
coverage information for this water 
mix, easy to use, ager A finish 
American STA-DRI ompany, 
Brentwood, Maryland. 


160. Corrugated Asbestos Cement 
Products. A new 82-page manual 
contains numerous drawings and 
photographs to show proper applica 
tion of Careystone corrugated as 
bestos-cement roofing and siding. It 
gives complete data and specifica 
tions, and describes the Carey esti 
mating service for dealers. The 
Philip Carey Mfg. Co., Cincinnati 15, 
Ohio. 


154. gerry finishes in 
or 


162. Solid Interior Hardwood Panel- 
ing .. . An Illustrative Brochure 
showing characteristics and adapt 
ability of beautiful tongue and 
groove hardwood paneling in Black 
Walnut, Wild Cherry, and Butternut 
... Chester B. Stem, Inc., Grant Line 
Road, New Albany, Indiana. 


164. Building Materials Catalog 

A new 12-page catalog with color 
illustrations of typical roofing and 
siding products is now available 
upon request. The catalog contains 
general information and detailed 
specifications on Flintkote asphalt 
shingles, asbestos-cement products, 
insulation products, insulating siding 
and built-up and roll roofing ma 


terial. Write Flintkote Co., 30 Rocke- 
feller Plaza, New York 20, New York. 


166. Redwood Information — Book- 
lets and complete information on 
redwood lumber and products cover- 
ing subjects such as natural finish- 
ing, painting, gluing, machining, 
siding, board and batten walls, 
screwing and nailing, termites, etc. 
The Pacific Lumber Company, 35 
East Wacker Drive, Chicago 1, I. 


168. Masonry Cement: New 16-page, 
illustrated booklet outlining the ad- 
vantages of Lone Star Masonry Ce- 
ment in simplifying the problem of 
obtaining uniformly high-quality 
mortar, as well as the economy of 
one rigidly standardized, ready-to- 
use cementing material instead of 
two, with no lime or portland cement 
to add, and no soaking or slaking. 
Provides timely information § on 
soundness, low absorption, high 
water repellency and other factors 
contributing to durable, weather- 
resistant performance. Contains easi- 
ly-read graphs showing effects of 
mix proportions on water retention, 
strength and absorption, effect of 
mixing time on water retention, etc., 
along with convenient reference 
tables for estimating quantities. For 
copy, address Lone Star Cement 
Corp., 100 Park Ave., N. Y. 17, N. Y. 


174. Medicine Cabinets. Brochure 
howing our sliding -door medicine 
cabinets. 20 gauge steel construction, 
2” gleaming chrome frame, selected 
plate glass mirrors, bulb edge glass 
shelves and other high quality fea- 
tures. Same cabinets also avail- 
able with fluorescent lights. Mirro- 
Chrome Company, Inc., 407 Rider 
Ave., Bronx 51, N. Y. 


176. Bird Master-Bilt Thick-Buti 
Shingles. The traditional and pastel 
shades of the Bird Master-Bilt Thick- 
Sutt shingle are exacting and color- 
fully pictured and described in a new 
circular. In addition, the circular ex- 
plains the distinct advantages of the 
Master-Bilt’s Thick-Butt construc- 
tion, with its deep shadowlines, and 
extra protection. Bird and Son, Inc., 
East Walpole, Mass. 


178. Nails. Large, illustrated new 
Catalog lists sizes, types, specifica- 
tions on all kinds of nails. It has 
valuable information and_ tables 
howing count per pound for various 
types of nails. Available from nearest 
Gulf representative or from Gulf 
Steel & eats Co.—Bayamon 12, P. R. 
U.S. 


180. Folding Door. Folder illustrates 
Spacemaster Folding Doors by the 
manufacturers of Modernfold. Space- 
master folds within door opening .. . 
gives more usable space for place- 
ment of furniture. Washable, vinyl 
fabric covered steel frame. Space- 
master comes as complete package 
init—can be installed in 10 minutes’ 
time. New Castle Products, Dept. 5R, 
New Castle, Indiana. 


182. Shower Doors. New catalog 
sheets and price list covering Drexler 
hower doors and tub enclosures is 
available. Six styles are pictured. A 
variety of sand-carved decorative de- 
igns and monograms add distinction 
to the doors. Drexler Manufacturing 
Co., 547 Peachtree St., Atlanta, Ga. 
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Here’s Why: 


1. The HEAD — thick, uniform shape, perfectly centered on the shank. 
Compare it with others of the same type . . . and you see the result of 
brand-new precision machinery, manned by skilled operators! 

2. The SHANK — highly polished, uniformly coated, or deeply barbed as 
the case may be... . one thing stands out: Here is the product of only the 
finest, first-quality steel! 

3. The POINT — sharp, centered, clean . . . the uniform result of closely 


supervised production, prime materials, and the most modern wire mill 
in the world . . . built expressly for the production of perfect nails! 





The TEST — drive it . . . hear it ring clear as it seats deep and holds fast. 


Bs . — — Test good Gulf nails again and again . . . you will always get the same 
‘eae eew result. Straighter, cleaner, easier drives . . . greater holding power... 


LOWER NAILING COSTS FOR YOU. 
Communicate with the nearest GULF representative: 


Davidson Stee! Corp. Edward D. Sperry Jr. Cc. G. Fallon The Crispin Company B. S$. Meade Company 

444 Madison Avenue P. O. Box 936 630 Centre Street 1611 Bank of Commerce Bldg. 604 Duquesne Terrace 

New York 17, N. Y. Santa Barbara, California Jamaica Piain, Houston 2, Texas Union, New Jersey 

Phone: Plaza 9-7151 Phone: 2-9625 Boston 30, Mass. Phone: Fairfax 0338 Phone: Unionville 2-8068 
Phone: Jamaica 4-5046 


BAYAMON 12 P.R., U. S. A. 6-0-13 


Manufacturers of: Nails and Staples - Chain, welded and weldless - Chain-link fencing - Concrete wire mesh 
Steel wire: plain, annealed, galvanized. 
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SELL KNOWN QUALITY. 
YOU'LL PROFIT MORE! 


(Ha Mood | Colarnel Rien om | icv RELAY SHARERT TOWN 
se | 





“ 


os poems ro @owst® 


“= LITE 


@ cts J g | Certain teed 


Wloynitle 
[ceiorex] 





pare ove Anac 


NU {IL Ih IN il IMM IML Ue 








The most successful dealers—year in and year 
out——are those who sell known brands, nationally 
accepted for their high quality. The customer 
satisfaction that quality products earn means 


repeat sales and priceless goodwill for you. 


SSirco-distributed products are all nationally 
known and nationally advertised to make your 
selling job easier . . . and your profits higher. 
Our ample stocks and prompt delivery are your 


assurance of meeting the demand. 


Remember—the “long run” begins right now. 
So begin now to enjoy the advantages of buying 


from SSirco. You’ll better your profit score in ’54 


OUR COMPLETE STOCK SAVES 
YOU TIME AND MONEY! 


ALUMINUM 
Reynolds LIFETIME sheet, bar, rod; 
architectural and structural shapes; 
roofing, siding, and accessories; rain 
carrying equipment. 


STEEL 
Hot and cold rolled sheets, fabricated 
or flat; roofing, siding, and accessories; 
rain carrying equipment; steel drums; 
fence posts. 


BUILDING MATERIALS 

Plywood, Flush Doors, board form insu- 
lation and Hardwood, Batt and blanket 
form insulation. 
Miami-Carey cabinets, Shakertown cedar 
shingles, Louvers and ventilators, Bar- 
clay plastic-coated panels, Alsynite 
translucent glass fiber panels. 
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SSIRCO SERVES THE SOUTH 


Southern States Iron Roof ing Co. 


Savannah, Ga Augusta, Ga Jacksonville, Fla a dial ult Pe ala) 
Atlenta, Ga Tampa, Fla Birmingham, Ala Lovisville, Ky 
Albany, Ga Orlando, Fia New Orleans, La Columbia, S$. C 
Miami, Fla Nashville, Tenn Raleigh, N.C 

Richmond, Va 
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” Jolen Day 


PACKAGED TRIM 


No pieces to gather—no cutting! Just pick up the 
package and hand it to your customer. It contains every 
piece needed for a complete window or door opening. You 
waste no time selling one package or a hundred... and 
there are no comebacks for forgotten pieces! No damaged 
returns, either. The tough Kraft paper wrapping keeps trim 
clean, protects it against mars. Each package plainly 
marked. You make no mistake when you stock John Day 
Packaged Pine Trim! 


Straight, Clear Ponderosa Pine! 
Only top quality, kiln-dried Ponderosa Pine is used in the 
manufacture of John Day Packaged Trim. No pitch pockets 
© SANISN Oe Toe ems or knots—smoothly sanded for fast, easy, economical ap- 
@ KEEP SATISFIED CUSTOMERS plication of finish. 

There is a big market for you among home owners 
who are remodeling or replacing the trim on old windows 
and doors. You serve them quickly with a conveniently 
packaged product—rid yourself of trouble and stock wor- 
ries. Your customers are happier, too. They appreciate the 

HARDBOARD ease and convenience of buying trim by the package. 


@ CUT HANDLING COSTS 


product. It makes building and re- 
modeling easy. Smooth, hard, dur- 


able — it works like wood... but Oregon Lumber Company 


better. Write for full details today! 


OREGON LUMBER CO. 
HARDBOARD DIVISION, DEE, OREGON BAKER, OREGON 
TM, 

Gregen Lomber Co PONDEROSA PINE PRODUCERS AND MANUFACTURERS SINCE 1889 


ther Oregon Lumber Co. i 
oat Sy ae tp eagle | Write today for the name of your nearest distributor! 
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Pressure-creosoted 
75% 


CARL McDANIEL (left), president of White County Lumber Com 
pany, and G. H. Racster, a member of the firm and manager of the 
Carmi yard, have a combined total of 52 years in the lumber 


business. 


@ White County Lumber Company, 
with yards in Carmi and Grayville, 
Ill., has been handling pressure-creo- 
soted products for only two years, 
but they have already demonstrated 
their exceptional sales possibilities. 
About 75% of all fence posts sold by 
the two yards today are pressure- 
creosoted. 

Carl H. McDaniel, president of 
White County Lumber Company, 
tells his employees to call customers’ 
attention to the longer life, the lower 
maintenance costs and the protec- 
tion against insects that pressure- 
creosoted posts afford. Newspaper 
and radio advertising promotes the 


HERE'S HELP FOR YOU IN SELLING PRESSURE-CR 


Turn the page to read how the producer of U-S’S Creosote is helping to promote the us« 
area. Then mail this card (no stamp necessary 


MAIL 


THIS CARD 
TODAY— 
NO STAMP 
NEEDED! 


shows a pressure-creosoted post to one of his 


Miller of Enfield, Illinois. About 75% of all 
the White County Lumber Company are 


HERE MR. McDANIEL 
customers, Walter C 
fence posts sold today b 
pressure-creosoted 


sale of these posts. 

Mr. McDaniel finds that pressure 
creosoted post sales often mean addi 
tional sales of such other products as 
fence and barbed wire. By bringing 
farmers into the yards, they increase 
local traffic and help sell other build 
ing needs, too 

The average sale, Mr. McDaniel 
reports, is 50 to 100 pressure-creo 
soted posts, although sales have gone 
as high as 250 to 300 posts. 

The yards maintain a fairly com 
plete stock of all popular post sizes 
And the pressure-treater from whom 
the posts are purchased is conveni 


OFFICE and yard of the White County 
ently near i 


Lumber Company at Carmi. 


DSOTED FENCE POSTS 


of pressure-creosoted fence posts in your 
for full information on how to become a pressure-creosoted fence post dealer. 


et et =_ 


United States Steel Corporation 

Room 4266, 525 William Penn Place 

Pittsburgh 30, Pennsylvania 

I’m interested in distributing pressure-creosoted fence posts. Please 
send me additional information and put me in touch with pressure- 
treaters who produce this product. And, send me a copy of your new 
guide, “Fences That Pay.” 


Name 


Address 


eed et Reh ed tele be Be ee be te ee 


City 


State 


rere o 
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owner of Mile-Away Ferme, 


Southern Pines, North Carolina 

| lee ted preesure-< 
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FARM PAPER 
ADVERTISING 


Right now—well in advance of the spring 
fencing season—United States Steel is tell- 
ing farmers about the advantages of Pres- 
sure-Creosoted Fence Posts. Advertising in 
regional and state farm papers describes the 
experiences of farmers in the reader’s own 
area with Pressure-Creosoted Fence Posts. 
These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 
| GUIDE 


The makers of U‘S‘S Creosote have pre- aa 
pared a guide to the best approved methods Ste ees nr ag 
of fence construction. It deals with prob- esi eae peices 
lems farmers encounter in building fence, 428 Wem Poon Mase" ‘temacree nom, 
and it shows how pressure-creosoted posts 7 
save time and money. 

When you mail the card below, we’ll send 
you a sample of this guide, “‘Fences That 
Pay.”’ Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U’S’S Creosote can 


supply you. 


MATS FOR 
LOCAL 
ADVERTISING 


If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


You've heard about them! 
You've read about them | 


We sell them / 
PRESSURE-CREOSOTED fence posts 


@You've heard about pressure- 


United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses U'S’S 
Creosote, you can be sure a quality preservative has been used. 


COREE OHH CEO OEE EH EERO HORE Hee HOH OH. Cette etere Ortece 





FIRST CLASS 
Permit No. 3117 





(SEC. 34.9 P.L.&R.) 
Pittsburgh, Pa. 
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BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 


Room 4266, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


e*- 


creosoted posts from, your neigh- 
bors - you've read about them 
in leading farm magazines. Pres. 
sure-creosoted posta mean fewer 
posta to buy over the years . 
lees labor in setting and reset. 
ting . . . longer life from the 
fencing itself. 
Why are Pressure 
~creosoted 
posts your best buy? Because 
they are the engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
into the wood to Sive it the 
longest possible life. There’s no 
guesswork involved, 

Over the years, you'll find 
a wenuve-erenetted posts cost you 
ar less than any other wood 
post you can use Come in and 
A ga and other information 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 
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You can depend on DESIGN to sell the homes You build 


And Good Design is Built Right into Gate City Wood Awning Windows 


Windows are quick to catch a prospective buyer's eye the moment he cipproaches a house; 

and, on entering a room, the windows again command his attention. That's why so many builders 
agree that well designed windows can make sales faster than any other single feature. 

With pleasing horizontal lines, and wood sash offering maximum possibilities for colorful decoration, 


the beauty of Gate City Windows speaks for itself. 


More and more home buyers are requesting awning type window 


and more architects are specifying Gate City. 


See our Catalogue in Sweet's. 
GATE CITY SASH & DOOR CO., DEPT. SB-1 


P.O. Box 901, Fort Lauderdale, Fla. 


Gentlemen: I would like complete information on Gate 


AWNING WINDOWS City Wood Awning Windows 


Fina teil falng lye | om 











Address 
! a State 








“Window Craftsmen for over 40 years” Z ss 
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IT’S ROOF DECK... 
Cuts application time 45% or 
more. Only one material to handle 


instead of several. Eliminates need 
for separate roof boards, insula 
tion, ceiling materials and finish- 


al ‘on - 
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ing ceiling. Inroofsheathingtime 
alone, Roof Deck can save 12 
man-hours per thousand sq. ft. of 
surface compared with 2” x 6” 
D&M roof sheathing. 


Makes it easy to apply 

low-cost built-up roof. 

Standard mopping and laying of roofing 

felts plus imbedding of gravel in bitumen 

provides attractive, weatherproof roof at 

low cost. For wood, slate or asbestos 

shingles, simply install nailing strips 
sctly over the deck. Roof Deck easily 


supports weight of men and equipment. 


IT’S INSULATION... 

" Meets F.H.A. ‘U”’ require- 
ment of 0.15. Inch for inch, Roof 
Deck provides more than twice 
the insulation value of wood alone. 
For areas where the average Jan- 
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AND FINISHED CEILING! 
uary temperature is colder than * The underside of Insulite Roof lone! No need to plaster, paint, 
45°F., Roof Deck is available with Deck is finished wi white flam tain or wax. Insulite Roof Deck is 
a built-in vapor barrier. Roof Deck resistant surface « ‘tory vailable in 2’ x 8’ units, lA”, 
helps absorb sound, too... makes Simply lay Roof k oT pl ‘and 3” thick with or without 
homes quieter, more livable. finished beams anc > ceilin Insulite’s exclusive vapor barrier. 


Complete Information Now Available the-job pictures and construction 


T 


details show how ise new Insulite build better for less. Write Insulite, 
**... savings of $89 to $344 per M” Minnea; 
“We figure we can put on a built-up roof Roof deck, insulation and finished ceiling in one quick money- 


with Insulite Roof Deck at a saving to saving operation with 
the builder of $89 to $344 per thousand 


sq. ft. For example, compare the cost of 
2” Insulite Roof Deck in place against 
2” Redwood T&G, stained and finished, 
plus 14” roof insulation and you save 
$344." Mr. O.E. Linville, Linville Broth- 
ers, Laf 1yette, California. 


INSULITE DIVISION = 
Roof Deck Minnesota and Ontario Paper Company 


Minneapolis 2, Minnesota 
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and customer satisfaction 


STOCK THE LOWER GRADES 
OF WEST COAST LUMBER 


In these competitive times any savings you can pass along to your customers 


will bring you extra sales and customer satisfaction. 


By selling the right grade for the right use... by selling the lower grades 

of lumber when they will meet the job requirements, you can save 

your customers up to 25%. And as you point out the savings, remind your 
customers that FHA span tables list the appropriate use for No. 2 and No. 3 


grades of West Coast lumber—as well as for No. 1 and Select Structural. 


Complete your stock of lumber now! Carry all grades of West Coast lumber 


..-Douglas Fir, West Coast Hemlock, Western Red Cedar, Sitka Spruce. 


West Coast Hemlocle WEST COAST LUMBER 
For facts on West Coast Lumber grades and uses, and information 


Ww n ed Cod on free promotion material, write West Coast Lumbermen's Associa- 
Sitka — n 7- tion, Room 540, 1410 S. W. Morrison Street, Portland 5, Oregon. 
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Befriend Him or It “If I never existed, a group of 

progressive dealers would bring 
me into existence. Because each year, like the 
Phoenix, I am reborn. And in that rebirth, I 
bring to all who come to me, a multitude of new 
ideas. 

“I represent the fellowship of Craft and the op- 
portunity to exchange, freely and without res- 
ervation, all the good which the past year has 
developed. I grow each year because each year 
I offer practical, money-making hints. 

“T am all things to many men of many minds. 

“No man ever leaves me without at least one 
new thought to make business better. 

“To the man who meets me for conviviality, I 
am a gathering of friends. 

“To the man who meets me for the inspiration 
of powerful speakers and agile minds, I am a long 
list of the best in our business. To the man who 
wants to contribute to the sum total of the knowl- 
edge of our business, I am an open forum fo! 
free discussion. 

“I bring together those who misunderstand 
each other so that there may no longer be mis- 
understanding. Where there is darkness, I bring 
light. Where there is distrust, I bring trust. 

“Within the engulfing radiance of my influence, 
all men are equal, all men are free, all men are 
met in common purpose. Where there is freedom 
and equality, there can be no petty bickering and 
selfish maneuvering for preferment. 

“I am encouragement to continue the good fight 
during the new year. I make all men who meet 
me conscious of the fact that one man alone does 
not have all the troubles of the world. All men 
are troubled but, through me, troubles are shared 
and lightened. 

“I furnish a happy place for the relaxing of the 
body and the feeding of the mind. I offer en- 
tertainment and joviality and discussion. ‘I offer 
stimulation for mind and body. I come but once 
a year, but through experience I find that the 
smartest men in my Craft attend me and honor 
me and enjoy me. They find in me that which is 
worth while. 

“T am your association convention!” 


+ * 7 
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Costs Little toGo The author of that person- 

ification of your convention is 
unknown, but he is so right! With an open mind 
and a friendly handshake and a lively interest in 
the products and problems of your trade, there is 
no other way you can learn so much, get so much 
stimulation, and make so many friends. . . as by 
attending your association convention. 

And it costs so little! The necessary travel and 
registration expenses are legitimate, tax-deduct- 
ible costs of doing business. Attending the con- 
vention is a good way to “get away from the 
grind,” get a change of scene. The little wife 
might enjoy it, too, for most conventions have 
special activities for the ladies or welcome them 
to the business and social sessions with the men. 

So, make plans now to go to your association 
convention. Check the place and dates on page 
61 under “It’s a DATE.” 


7 + - 


Cement Sales Trend? In several Southern states 

recently, building material 
dealers have been surprised, if not amazed, to 
find out that a few cement manufacturing com- 
panies are bidding and taking direct orders on 
some large construction jobs. Since these same 
companies had previously insisted that all cement 
sales be made through local dealers, whom they 
still want to sell their sacked goods, the retailers 
are wondering if this trend means an end to their 
participation in quantity sales. 

Spokesmen for some of the companies who have 
made cement sales straight to the contractor, or 
through some questionable retail connection at 
an extremely low profit, give several reasons for 
their actions. Among them: “The government now 
insists that we bid and sell direct on public con- 
struction jobs.” “The job is located in an area 
where we have no regular dealer.” “Why should 
a dealer make a profit on a cement order when 
the manufacturer develops and gets it, and the 
dealer does nothing essential to making the sale.” 

There are other reasons, but these three are 
most common. And it is that third one that causes 
observers to wonder if some cement producers 
have gotten to the point where they now intend 
to eliminate and permanently by-pass the re- 
tailer on cement sales—as they completely did 
the so-called cement jobber some 25 years ago? 

Such a situation does not make it difficult for 
the retailer, who is in business with overhead 
expenses to supply all building materials to all 
consumers, to decide from which manufacturer 
to buy cement 


* * 


Bonanza for You, Too! Never before in history has 

the building material dealer 
had so much varied and continuous help in “the 
ripening of prospects” for Home repairs and im- 
provements as now. You can hardly find a so- 
called “popular” or general magazine, or even a 
house organ, that does not contain one or more 

(Continued on page 57) 
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Easy-Working LONE STAR MASONRY MORTAR Pluses Appearance 
and Durability of ‘World’s Most Modern Nail Plant’ 


@ That happy balance of good design, good 
workmanship and good materials which distin- 
guishes top-quality construction stands out all over 
the new Westbury, L. I. plant of John Hassall, 
Inc., makers of uncommon nails of almost infinite 
variety. Called ‘the world’s most modern nail 
plant’, it is built throughout with Lone Star 
Cements, for stability, fire-safety and lowest annual 
cost. 

Appearance is enhanced by well-built masonry 
walls, with clean, smooth joints emphasizing the 
skill of the Mason and the quality of the mortar— 
mortar made with LONE STAR MASONRY CEMENT: 


One rigidly-standardized, quality- controlled 
cementing material, combining qualities which 
formerly required two or more materials... as- 
suring uniform mixes, with an appreciable saving 
in time and cost. 

Mortar that works faster and easier .. . sticks to 
brick or block, saving labor...easier to tool, 
doesn’t gum up the trowel... makes a neater job 
that costs less to clean down. 

With utmost durability, due to low absorption, 
high water repellency...sound mortar, no de- 
layed expansion. 

Mortar that builds good-will and repeat business 
—for the Masons who use it...and for the Building 
Material Dealers who supply it. 


Owner: JOHN HASSALL, Inc., Westbury, L. I. 
Architect-Engr.: R. L. BERTIN (P.E.), Elmhurst, N. Y. 


General Contractor: 
THE WININGER CONSTRUCTION CO.; New York 


Heavy-Duty Floo 
DUNWELL CONCRETE CONSTRUCTION C0.; New York 


Masonry Contractor: 
— CONSTRUCTION CO., Great Neck, L. I. 


-Mix Lone Star Concrete: 


eady 
PREFERRED TRANSMIX CONCRETE, INC., Hicksville, L. I. 


Lone Star Portland Cement for floors: 
GENERAL BUILDERS SUPPLY CORP., New York 
Lone Star Masonry Cement: 

DONALD D. WYSONG, Inc., Pt. Washington, L. I. 


LONE STAR CEMENT 


CORPORATION 


+ BETHLEHEM, PA. +» BIRMINGHAM 
HOUSTON + INDIANAPOLIS 
NEW YORK NORFOLK 
WASHINGTON, D.C. 


Offices: ABILENE, TEX. - ALBANY, N.Y 
BOSTON CHICAGO DALLAS 
KANSAS CITY, MO NEW ORLEANS 
PHILADELPHIA RICHMOND + ST. LOUIS 
LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD'S LARGEST 


LOWE STAR CEMENTS COVER 
CEMENT PRODUCERS: 18 MODERN MILLS, 136,000,000 SACKS ANNUAL CAPACITY 


THE ENTIRE CONSTRUCTION FIELD 
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In the seller’s market during and following World War II, 

the Murrays were so busy they had to be content to do 

business from the small store building at right. But, to meet 

the needs for a full line of materials and appliances, they 

built and moved into the handsome yard below in December 
‘52. At bottom: opening day crowd. 





NEW STORE DRAWS WOMEN — 


* To cash-in on the buying power 
and tastes of women in building 
materials, supplies, and appliances, 
place your store on a main street 
and neatly display your merchan- 
dise to them. 

That’s what E. F. Murray and 
Don B. Murray, father-son part- 
ners in Stewart’s Lumber Yard 
decided to do in 1952 when their 


and floor sales soar! 


business had outgrown the littl rial merchants happily reported 
side-street building occupied since that: 
the mid-’30s. And a year after the Floor traffic has doubled—mostly 
popular three-day opening in De n women. 
cember ’52, these building-mate Paint sales have doubled. 
Appliance sales are up one-third. 
Household wares are up one- 
third, too. 
The Murrays bought a lot on 
Chester’s busy Gadsden Street, 110 
feet wide and running 400 feet 
deep to a back street. On it they 
located the handsome, open-front 
tore (shown on this page) and 
tocked it with a wider variety of 
building supplies and housewares. 
The store and warehouse build- 
ing and the lumber shed were set 
back from the street to provide 
ample off-street parking. The store- 
office portion of the building is 48 
feet wide and 32 feet deep. The 
warehouse section, with both side 
and rear loading doors, is as wide 
and 110 feet deep. 
A rear corner of the warehouse, 
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18 by 40 feet, is enclosed and 
floored with wood for sacked goods. 
This construction keeps the cement, 
mortar mix, lime, and related items 
dry—and the dust confined to this 
storage area. The top of this sec- 
tion is used to store insulation and 
roll roofing. 

The double-deck lumber shed is 
20 feet wide and 100 feet long. 
Ample space is left back of these 
buildings for neat stores of sand, 
brick, clay pipe, common lumber, 
and the planer shed. 

“Since re-locating,” explained 
Don Murray, “we have enlarged 
our builders hardware stock, start- 
ed a rental bar on tools and equip- 
ment, doubled our paint selection, 
added a floor covering department 
and also more home aids and 
housewares, and offered easy-pay- 
ment credit through the ABC plan. 

“We find our floor trade has 
doubled. We are well pleased with 
the increased business from ladies. 
Most of our trade used to be from 
men, but since we have a large 
display facing the street, we have 
more and more ladies trading and 
looking around. 

“Sales on paints have doubled. 
Appliance sales are up 33 per cent 
over 1952. Household items are up 
in sales about 30 per cent.” 

The Murrays have sold Westing- 
house kitchen appliances for three 
years. They have their own fac- 
tory-trained serviceman to install, 
adjust, and repair them. However, 


Oris Melton, yard foreman, writes up order in the hardware 
department. It is well stocked with builders and finish hard- 
ware. A variety of tension-type screens are displayed atop the 
wall shelves. Nail bins are below them. A display of interior 
and exterior doors has been placed in corner space. Walls, 


E. F. Murray, behind the sales counter above, closes an order for $40 

worth of paints after a factory salesman helped the woman make selec- 

tions from the two lines of quality paints sold. The floor and wall fixtures 

were made in the small Stewart shop from knotty pine, etched plywood, 
and hardboard. 


he does not service the television 
sets sold by Stewart’s. 

“In the slump seasons,’’ Murray 
pointed out, “our appliance line 
has proved profitable and a volume 
builder.” 

Before purchasing the 40-year- 


counters, floor, and ceiling show in use materials sold. 


inets. 


old Stewart’s Lumber Yard in the 
farming and textile county seat of 
Chester in 1942, E. F. Murray was 
a lumber wholesaler in the Caro- 
linas and Alabama. In 1948, after 
his son was graduated from Clem- 
(See FLOOR SALES SOAR page 59) 


Partners E. F. and Don Murray, father and 
son, both demonstrate and sell Westing- 
house appliances and Kitchenmaid cab- 
Below, Don reviews refrigerator 
sales features. Firm has own appliance 


serviceman. 
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* By catering to the small-pur- 
chase customer— instead of treat- 
ing him like a stepchild — the 
Raines Brothers Lumber and Sup- 
ply Company, of Birmingham, Ala- 
bama, has given store traffic a real 
shot in the arm. 

Although larger purchases still 
account for most of the company’s 
total sales volume, profits from the 
drop-in trade more than justify the 
special attention it gets, according 
to Carl H. Raines, one of the three 
brother-partners. 

Two of every three Raines cus- 
tomers are those who come in or 
*phone for small items that many 
building supply dealers consider 
more a nuisance than a source of 
profit. 

A principal Raines service to the 
small-purchase customer is a large 
box of scrap plywood, always well 
stocked. Each piece of plywood is 
priced and marked for self-service. 
A large, varied assortment—plus 
the pricing arrangement — makes 
this one of the top drawing cards 
for the drop-in customer. 

The plywood scrap supply is 
provided from large-order left- 
overs and in scrap from the ad- 
jacent Raines millwork shop. 

Other Raines attractions for the 
small item patron includes: 

A full-time salesman to serve 
only the drop-in customers. 

A specially-equipped pick-up 
truck for delivery, with service 
on a “when-the-truck-comes-your- 
way” basis. This delivery usually 
is on the same day, and rarely later 
than the following day. 

Location on one of Birmingham’s 
traffic arteries with plenty of park- 
ing space. 

Special inventories (small lots) 
of building supplies. 

“We planned the plant with the 


SPECIAL SERVICES 
FOR HOME-OWNERS 


—cost little, pay well 


Sy Wendell O. Givens 


idea of locating on a busy street 
for the free advertising it pro 
vides,” asserted Raines. Ample 
parking space and two entrances 
make it simple for a customer to 
hurry in, make his purchases, and 
be on his way in short order. 
“You'll see a majority of these 
small buyers helping to load their 
own cars and trailers,” said Raines 
“They appreciate not having to 
stand in line waiting to be served.”’ 
More than half the small-orde: 
Raines customers take along their 
purchases in their autos, trucks, o1 
trailers. For those who don’t, 
Raines has put a special frame on 
a pick-up truck, convenient for 
carrying small orders of bulky 


This large box of 
scrap plywood is 
a big drawing 
card for” drop-in” 
trade at Raines 
Brothers in Bir- 
mingham, Ala. 
Each piece is 
priced, for self- 
service. In the 
photo above, a 
customer has tak- 
en his purchase to 
the nearby mill- 
work shop to 
have it cut in the 
shape he wants. 
A small charge 
is made for such 
service, but cus- 
tomers welcome 
it as a great ac- 
commodation. 
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lumber and other items. 

An inter-communication hook- 
up from the office to the retail sales 
shed speeds up service. So does an 
arrangement whereby the sales- 
man takes an order, then fills it 
while the customer goes to the 
office to pay or have his charge 
recorded. 

“Having a salesman who serves 
only the drop-in customers means 
a lot to them,” observed Raines. 
“At too many yards, they have to 
tand around and wait while large 
orders are being filled. Under our 
arrangement they get individual 
courtesy and service that make for 
happy customers and repeat sales. 
(See HELPS HOME-OWNERS page 86) 





Wore Sales AT LESS EXPENSE 


This 88-year-old firm sells from both 
store displays and warehouse stocks 


* By engineered teaming of store 
displays and warehouse storage 
with product signs, the Chanute 
Lumber Company in Chanute, 
Kansas, has made it easier for all 
customers to be served—and for 
the personnel to keep their mod- 
ern yard neat and tidy. 

Each class of building materials 


has been grouped together and a 
neat, framed sign under glass des- 


ignates the materials found in 


every building and stall in the 
yard. For instance, all insulating 
materials and related merchandise 
have been grouped in one stall and 
a sign by the door identifies the 
class of products inside. 

This identification of materials 
by location saves at least 50 per 
cent in time over the old storage 
and stocking method, according to 
Hugh T. Jones Jr. With his father, 
who now is inactive, he owns this 
lumber yard which was establish- 
ed by the Jones family in 1865. 
This was four years after Kansas 
was admitted to the union—and 
five years before Chanute was in- 
corporated as a town in 1870. 

“It makes it possible to do more 
volume without increasing the 
sales force,’ Jones explained. 
“Customers like it, too, for we 
have had many compliments from 
them after they have shopped the 
yard. 

“With our new store we try to 
sell the customer in the store and 
for that purpose we have either a 
display or samples of everything 
stocked in the yard. Customers 

(See WAREHOUSE SALES page 72) 








Except for the company sign and 
paint sign, the new 60x40-foot store 
of the Chanute Lumber Company in 
Kansas (at left) looks like a modern 
ranch-style home with picture win- 
dows. Neat shrubbery adds to homey 
atmosphere. Off-street parking is 
provided in front. 


All bins, rooms, and compart- 
ments in the new plant of this 
Kansas dealer are neatly iden- 
tified with glass-covered and 
framed signs like those seen at 
bottom of opposite page. All 
buildings are painted, clean. 


Ready fire protection is important in 

a lumber shed. This firm reels 150 

feet of hose on an old oil drum, on 

catwalk framing at right, top. It’s 

easily connected to faucet below dip- 

per, for filling water barrels and 
other needs. 


For bulky materials not easily se- 
lected from displays, the Chanute 
Lumber Company encourages custo- 
mers to go back to the identified bins 
for examination and selection. Be- 
low, Manager John Bower acquaints 
mechanic with aluminum insulation. 
Lower right, Co-Owner Hugh T. 
Jones and Bower discuss drawing of 


new building. The firm constructed 
homes and hotel shown on the wall 
as “Signs of Good Building.” 








To dress up house walls 
at low cost, Sell ‘em 


ROLL and TILE 
MATERIALS 


By Helen G. Matthews 


Linoleum wall covering was effectively used in 
modernizing this kitchen to keep grease and steam 
from marring a wall finish behind the stove. Soap 
and water easily keep this critical spot immaculate. 
Dealers can help customers find many places in the 


home for such a wall covering. 


* A profitable answer to the de- 
mand for inexpensive wall cover- 
ings for the modernization of 
owner-occupied and rented homes 
is found in roll or tile coverings 
of plastic, linoleum, and felt-back 
enamel-coated materials. 

For families who would like to 
beautify their bathroom, kitchen, 
or turn the attic or basement into 
a play room, manufacturers offer 
these easy-to-apply materials. They 
cost the customer little, yet pay off 
the retail dealer who promotes 
them. 

Of these three low-cost wall cov- 
erings, the felt-back material sur- 
faced with several coats of enamel 
and printed with a design is the 
least expensive. Similar in appear- 


ance to linoleum, it often is con- 
fused with linoleum. 

This felt-back enamel surfaced 
material is offered by several man- 
ufacturers in a great variety of 
patterns. The rolls usually are 54” 
wide for easy application to the 
lower part of a wall. It is easily 
applied by the home-owner or in- 
experienced workman over old 
plaster or any other hard surface. 
Old paint flakes should be removed 
from the wall. Mastic is applied to 
the smooth surface and then the 
covering is applied to the wall. 

The water-repellent surface of 
this material is suitable for appli- 
cation in kitchens, play rooms, chil- 
dren’s rooms, utility rooms, and 
bathrooms. But it is not satisfac- 


tory in shower stalls and other 
places where water frequently 
flows in a steady stream. 

Often a customer interested in 
the bright tile and patterned rolls 
of felt-back enameled surfaced 
wall covering can be induced to go 
a step higher in price and buy 
linoleum. Made of oxidized linseed 
oil, gums, color pigments, and wood 
pigments, linoleum takes consider- 
ably more wear and tear. The 
thickness of its color is up to 10 
times that of the enamel on the 
cheaper covering. 

This wall grade of linoleum is 
offered by some manufacturers to 
match linoleum floor coverings. It 
offers opportunity to add color and 

(See WALL COVERINGS page 82) 


Plastic tiles make a 
handsome, easy-to- 
keep-clean, long-last- 
ing surface for the 
walls of a kitchen... 
or bath. Here color 
tiles have been placed 
at random above the 
work surfaces to dec- 
orate the wall and 
break the all-white 
motif of the entire 
kitchen. 
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How this lumber dealer gets 


BIGGER PROFITS FROM LINOLEUM 


* Linoleum and other hard floor 
and wall coverings have graduated 
from an “accommodation sideline” 
to one of the most popular and 
profitable lines sold by the Pine 
Bluff Building Material Company 
in that Arkansas town. Not only 
does the volume come quite easily, 
according to Manager E. S. Shan- 
non, but the $20,000 annual total 
yields a better-than-average mark- 
up! 

This Arkansas lumber dealer 
first stocked hard floor and wall 
coverings just to be able to fulfill 
its advertising claim that it could 
furnish everything that goes into 
building and finishing a home. 
Now, the company looks upon floor 
coverings as a regular line—to be 
merchandised in its own right. And 
it is pushed through personal con- 
tact, advertising and display. 

To give a customer a choice and 
to show a wider range of patterns, 
the company stocks two main lines 
of floor and wall coverings. And 
prices are quoted in two ways: 

1. The price of the material com- 
pletely installed. 

2. The price of the material 
alone. 

The results? About three out of 
four customers buy the completed 
job! 

Floor and wall coverings occupy 
a spot along the right rear wall of 
the store of the Pine Bluff Building 
Material Company, so they can not 
be overlooked by anyone enter- 


Through a little extra effort 
and planned promotion, the 
Pine Bluff Building Material 
Company turned linoleum and 
similar wall coverings from a 
sideline into one of the most 
profitable departments in the 
store. Here, Manager E. S. 
Shannon measures up a custo- 
mer’s order, aided by his as- 
sistant, Ray Stewart. On all 
floor - covering jobs, Stewart 
carries samples of wall cover- 
ings and introduces them at 
good opportunities. 


ing the store. This display is im- 
mediately to the right of the sales 
counter, where it draws persons 
waiting to pay a bill or seeking in- 
formation. 

At night a strong spotlight shines 
on the linoleum stock from the 
front ceiling, attracting motorists 
traveling the busy street in front 
Shannon cites many instances in 
which women have telephoned for 
a salesman to come and figure a 
linoleum job, after she had merely 
driven by and seen the spotlighted 
display at night. 

Linoleum is listed in the com- 
pany’s newspaper advertising and 
in turn gets a spot announcement 
on the local radio station. 

The advertising and display 
create considerable inquiries but 
these would not pay off as they 
now do if it were not for the per 
sonal contact and follow-up, Shan 
non explains. 

Ray Stewart, assistant manage! 
of the firm, spends most of his time 
making personal sales contacts and 
collections outside the store. When 
he receives an inquiry about linole 
um, he goes into the home, looks 
over the proposed flooring site, and 
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shows samples of suitable linole- 
um. When the customer tentatively 
selects a pattern, Stewart measures 
the area and quotes a price on the 
spot. 

Stewart follows up all leads aris- 
ing from repair and remodeling 
jobs that are done through con- 
tractors, in an effort to sell new 
floor or wall covering, too. Most of 
this business is done on credit, be- 
ing added to the FHA Title 1 loan 
for the whole job. 

Consequently, if the customer 
desires or it seems necessary in 
order to make the sale, Stewart 
figures the cost of a floor or wall 
covering job on monthly terms. 

The Pine Bluff firm does not have 
a full-time installation man. But 
it does have a contract with an ex- 
perienced mechanic, who handles 
the covering installations on a flat 
per-foot basis. This price includes 
the preparation of the surface and 
a guarantee that the material will 
be laid satisfactorily. 

This dealer carries about $4,000 
worth of floor and wall coverings, 
figured at his cost. The stock turn- 
over is from three to four times 
yearly. 





How a small-town Missouri dealer 


BEATS CITY COMPETITION 


* “You can buy your corrugated 
iron 1% cents per feet cheaper 
from the MFA co-op in the next 
town than you can from us,” Jean 
Warden sometimes tells customers 
of the Crocker Lumber Company 
in Crocker, Missouri. 

Such straight-forward honesty 
has played a big part in winning 
friends and customers to triple 
sales volume in the last four years, 
in the face of keen competition, 
believe he and his father, Joe War 
den, co-owners of the building sup 
ply firm. 

Crocker is a small town with 
less than 1,000 population. This is 
highly competitive territory. It is 
a fringe trading area for lumber 
yards in Springfield Missouri’s 
third largest city, 100 miles away 
It is also within delivery range of 
Rolla, with several larger yards 

Springfield and Rolla yards ad- 
vertise on the radio, and it is a 
safe bet that 90 per cent of Crock 
er’s customers listen. Both towns 
offer delivery service. Springfield 
yards deliver in truck-load lots 
regularly in the area. 

But sooner or later, a contractor 
or builder needs something im- 
mediately and comes to the Crock- 
er Lumber Company, where he 
finds competitive prices, first-class 
service, and a cordial welcome. 
There never is any suggestion. of 
criticism of the customer for buy- 
ing materials from an out-of-town 
source. Usually they bring their 
repeat business back to Crocker. 

This “low pressure” selling is 
deliberate. And it is backed up 


The Crocker Lumber Co. dis- 
plays its paint in a novel place 
—along the wall in the en- 
closed driveway. “In our yard, 
nearly everyone comes through 
the driveway, so I put the paint 
where they could see it,” ex- 
plained Jean Warden, manager 
and co-owner. “Our paint sales 
went up 50 per cent almost 
immediately.” 


with successful testing. Knowing 
the people and the country, War- 
den is sure that if he made an in- 
tensive effort to sell a customer 
who had already committed him- 
self to an order from a Springfield 
yard he would lose any chance of 
selling. 

In the first place, the customer 
would think Warden was upset be- 
cause the Crocker yard didn’t get 
the first order. 

In the second place, it would re- 
flect on the customer’s judgment. 

When such a customer is in the 
store, buying some item he needs 
immediately, Warden intimates 
that the customer has done exactly 
right. But, in passing, he mentions 
that if the customer accidentally 
buys too much of anything from 
Crocker, he can bring back the 
surplus for full credit. 

It is the customer himself who 
figures out that the yard out of 
town can hardly afford to send a 


Sy L. H. Houck 


truck to pick up a surplus and 
that he has to keep what he buys. 
The Crocker Lumber Company 
actually furnishes only a small 
amount of corrugated iron any- 
way, so that if a sale is lost to the 
out-of-town firm, it is a small 
price to pay for the unusual im- 
pression Warden’s honesty makes. 
But cement is the item that 
Warden cuts slightly below his 
competition—10 cents a bag. 
“Sell the cement and you’ll sell 
the whole house bill,” is his at- 
titude. “People around here are 
sensitive about the price of ce- 
ment and often shop around for 
this important commodity. It’s like 
the price of bread—families will 
criticize a one-cent rise in price, 
yet overlook a rise in another com- 
(See BEATS COMPETITION! page 73) 
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"Extra Serices for Dealers PAY OFF" 


says wholesaler 
who pioneers in 
several ways 


* “To both keep and merit the 
business of retail lumber dealers, 
we have found that extra services 
pay off,” declares J. W. (Bill) 
Zuber, head of the Zuber Lumber 
Company in Atlanta, Georgia. 
Backing up this statement are 
the factory-primed window units, 
plywood-bonded Formica, three- 
dimensional doors, jalousie doors, 
and_ jalousie-incorporated panel 
window units supplied on 24-hour 
delivery by this firm. It claims to 
be the South’s oldest wholesaler 
and jobber of building materials. 
In a move to help cut homebuild- 
ing costs and give his dealer custo- 
mers a big selling point or advan- 
tage over their competitors, Whole- 
saler Zuber a year ago investigated 
the feasibility of factory-priming 
window units at low cost. After in- 
specting a similar operation, he 
conferred with a conveying equip- 
ment distributor, paint equipment 
manufacturer, and paint producer. 
The outcome was the automatic 
conveying system shown on these 
pages. The Dixon Weather-Lok 
window units fabricated in the 
(Continued on next page) 





Window and door frames are 
assembled from stock parts in 
the plant of the Zuber Lumber 
Company in Atlanta, and then 
hung on the automatic con- 
veyer, as top photo shows. 
Passing through the center of 
the paint booth, above, they are 
sprayed all over — from both 
sides —- with finger - control 
equipment. The special primer 
paint dries quickly. Sash are 
air-cleaned and _ similarly 
primed before they are back- 
bedded and glazed. Partner 
Bill Zuber, at left, checks this 
process. 
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Zuber plant at 1661 DeKalb Ave- 
nue, N. E., in Atlanta, are com- 
pletely factory-primed for an addi- 
tional cost of only $1.00 per single 
unit. 

When marked up by the dealer, 
this extra cost is considerably less 
than it costs the builder to prime 
the unit only partially. In the Zu- 
ber system, the sash and frame are 
primed before they are glazed and 
weatherstripped and equipped with 
sash balances. This affords protec- 
tion from moisture to the whole 
window unit. 

With or without priming, the 
Dixon units include other quality 
features. All wood is toxic-treated. 
All glass is back-bedded with a 
special compound. Full jamb Mon- 
arch weatherstrip is installed with 
rustproof Phillips head screws. All 
frame members are No. 1 grade 
Western pine, and whole pieces. 
The Grand Rapids sash balances 
are invisible. 

These window units are offered 
in all stock sizes from 1'8”x4’'6” to 
3'8”x5’2”—and in all popular com- 
binations. 

So are the Zuber Beauti-Vue 
panel window units. They are 
made with weatherstripped jalou- 
sie openings to order, and equipped 
with aluminum screens. 

New types of doors offered deal- 
ers in Georgia, southern Tennessee, 
eastern Alabama, northern Florida, 
and the western Carolinas by this 
Atlanta fabricating wholesaler are 
the Beauti-Vue jalousie door and 
the three-dimensional Beauti-Dor. 
Both types are made of vertical- 
grain Douglas fir. The jalousie 
door is furnished 1 inch over length 
to permit hanging to swing inside 
or out. It is designed as a three- 


Zuber’s stock of 
Formica includes 75 
colorful patterns. At 
right, Partner Bruce 
Byrd checks on an 
order. In the Zuber 
shop, a dealer’s 
choice of patterns is 
bonded to hardwood 
plywood in the sen- 
sitive press being 
loaded below. This 
permits “custom 
service” within 48 
hours. 
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purpose door, combining screen, 
storm, and basic functions. 

Last spring, Zuber introduced its 
“Formica plywood bonded” serv- 
ice. This permits the dealer to 
order, for stock or for custom 


specification, the exact pattern of 
laminated plastic Formica, already 
bonded on mahogany-faced ply- 
wood. 

Zuber personnel were trained at 
the factory to do this exacting 
work of bonding decorative For- 
mica sheets and backing sheets on 
selected %” hardwood-faced ex- 
terior grade plywood with water- 
proof glues. This wholesaler serv- 
ice provides the dealer additional 
profits from the sale of tables, tops, 
and other items which can be made 
(See EXTRA SERVICES PAY page 86) 


A perpetual warehouse inven- 
tory is essential to the profit- 
able operation of a building- 
material wholesaler. At left, 
Bill Zuber checks with his 
inventory bookkeeper, as Bruce 
Byrd catches an incoming 
order. 
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now Tensulate Batts 
are made from 


SPUN WOOL 


In keeping with Tennessee Products’ 
policy of making the highest quality 
insulation, Tensulate Mineral Wool 
Batts are now made from Spun Wool. 
Our plant has just been equipped 
with the latest type spinning machine 
utilizing a tested process. 

To help you save on warehousing 
and delivery, Tensulate Full Thick 
Batts are now packed 50 square 

feet to the tube—semi-thick batts, 


80 square feet, 


Write, wire, or telephone Nashville 
4-1651 to enter your order for spun 


Tensulate Insulation now. 


TENNESSEE 


PRODUCTS & CHEMICAL 


o1aliuow 
NASHVILLE, TENNESSEE 


*roducers of: FUELS © METALLURGICAL PRODUCTS © TENSULATE BUILDING PRODUCTS © AROMATIC CHEMICALS © WOOD CHEMICALS © AGRICULTURAL CHEMICALS 


FEBRUARY, 1954 . .. Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 35 





For Economic Growth 


Attributing the recent dip in business 
activity to the decision of business- 
men to shrink their warehouse 
stocks, particularly of consumer dur- 
able goods, President Eisenhower 
declared on January 28 in his annual 
economic report: 

“Our economic growth is likely to 
be resumed during the year, espe- 
cially if Congress strengthens the 
economic environment by translating 
into action the administration’s far- 
reaching program.” 

The President added that “it is not 
a legislative program of emergency 
measures, for the current situation 
clearly does not require one. Instead, 
it is a program for stimulating eco- 
nomic growth and minimizing any 
chance there may be of serious eco- 
nomic difficulty in the future.” 

Eisenhower urged Congress to help 
by improving plans for a stand-by 
shelf of public works projects; by 
strengthening the highway system, 
and by adopting his tax, housing, 
social insurance, and farm programs. 
He promised that these would 
strengthen a prosperity based on 
peace and give him flexible policies 
to meet adverse conditions as they 
arise. 


“‘Good Homes for All” 


The President’s views on housing 
policy were hailed by lumber dealers 
with more enthusiasm than those on 
taxes, although they concur with 
him in his basic tax position that 
taxes should be levied for revenue 
and not for social reform. 

In his January 25 special message 
to Congress on housing, Eisenhower 
followed closely the specific recom- 
mendations for a national housing 
policy made by the 23-man Advisory 
Committee headed by HHFA Ad- 
ministrator Albert M. Cole. His rec- 
ommendations generally fell in two 
broad classifications: 

1. Stimulation of homebuilding, 
buying, and modernizing by liberaliz- 
ing the terms of Federally insured 
loans and mortgages. 

2. Direct participation in slum- 
clearance and public-housing pro- 
grams by the Federal government. 

Falling under the private home- 
building category are these Eisen- 
hower recommendations: moderniza- 
tion of the National Housing Act to 
include a scale of mortgage ceilings 
“more realistically related” to the 
increased cost of housing; mortgage 
insurance on older homes at terms 
as favorable as ones on new homes; 
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broadening of the President’s au- 
thority to adjust terms of insured 
mortgages; reorganization of the 
Federal National Mortgage Assn. and 
gradual withdrawal of the govern- 
ment from the secondary mortgage 
market in favor of private capital; 
an experimental program of FHA- 
insured long-term loans with low 
down-payments for low-income fam- 
ilies: and an increase from $2,500 to 
$3,000 as the ceiling on insured loans 
for repair and modernization with 
an increase from two to five years 
in the repayment term for Title I 
FHA-insured loans. 

In regard to slum clearance and 
public housing, the President rec- 
ommended: Federal loans of $700,- 
000,000 and grants of $250,000,- 
000 to aid local slum clearance and 
rehabilitation programs; appropria- 
tion of $5,000,000 to help state and 
city planning to halt the spread of 
slums; FHA insurance of private 
credit used to rehabilitate homes in 
deteriorating neighborhoods, and 
equal opportunity for minority 
groups to acquire good housing. 

With all this, of course, Eisenhower 
called for reorganization of Federal 
housing activities and agencies to re- 
duce red tape and expense in serving 
the public and the private construc- 
tion industry. He concluded that “the 
development of conditions under 
which every American can obtain 
good housing is a major objective of 
national policy.” 

Opinion on the President’s housing 
proposals followed party lines, of 
course. Rep. Wolcott, chairman of the 
House banking committee, predicted 
passage, although he was undecided 
about favoring the erection of 35,000 
public housing units a year for four 
years. 

The editorial comment of the At- 
lanta Journal: “President Eisenhow- 
er has asked the American people to 
help themselves to better homes. But 
he has proposed to keep his hand on 
the lever. He seeks to forge a public- 
private alliance to do the job, an 
alliance that he has detailed and that 
seems promising.” 


$1.00-Hour Wage Effects 


Lumbermen were among the groups 
pleased to hear President Eisenhow- 
er say, in his economic report to Con- 
gress, that he would not advocate an 
increase in the minimum wage level 
of wider coverage of the Wage-Hour 
Act. 

An analysis of labor costs and 
wage rates in the Southern pine in- 
dustry, made by an industry com- 


mittee, showed that a hike in the 
minimum wage scale from 75 cents 
to $1.00 would result in an increase 
of approximately $8.39 per thousand 
board feet in the labor cost for pro- 
ducing lumber — 25 per cent more 
than the 1953 average. With a soft 
market for lumber, in the face of re- 
duced defense construction and com- 
petition from other materials, such a 
production cost increase would force 
many producers out of the market, 
spokesmen observed. 


Agree with Ike 50% 


In a staternent before the Senate 
Labor Committee on January 26, the 
Chamber of Commerce of the U. S. 
endorsed six of the changes recom- 
mended by President Eisenhower for 
the Taft-Hartley Act, but opposed 
another six. W. B. Barton, the cham- 
ber’s labor relations manager and 
general counsel, said that this na- 
tional business organization was 
firmly in accord with these Eisen- 
hower proposals for the Taft-Hartley 
Act: 

Make clear the right of free speech. 

Protect both labor and manage- 
ment from having to re-open a con- 
tract before its expiration except by 
mutual consent. 

Provide adequate standards to pro- 
tect welfare funds of employees. 

Clarify the authority of states to 
deal with emergencies affecting the 
health and safety of their citizens, 
and study the entire problem of Fed- 
eral-state jurisdiction. 

Extend non-Communist oath affi- 
davit, now required of union officials, 
to employers. 

Provide employees an opportunity 
to express their free choice about 
strikes by secret ballot under gov- 
ernment auspices. 


Aid for Homebuilders 


The research division of the Housing 
and Home Finance Agency has pub- 
lished two books of information on 
residential construction. One is the 
“Housing Market Analysis,” a 91- 
page explanation of the basic con- 
cepts involved in housing market 
analysis. 

The other new book is a 125-page, 
three-part guide for homebuilders 
on “Construction Financing for Home 
Builders.” Both are available from 
the Supt. of Documents, U. S. Gov- 
ernment Printing Office, Washington 
25, D. C. The market volume costs 
50 cents; the financing guide, 70 
cents. 
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a-The DENISON JALOUSIE 


OUTSTANDING...at any stage 
of the Building Industry? 


DENNY JALOUSIE 
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1 The Denison Corporation, as personified by Denny Jalousie, 
uses modern factory methods to provide a finer jalousie at 
competitive prices. Advanced engineering keeps Denny out front 


with new, quality features such as the patented jamb* weather 
stripping, tension-seal** louver clip***. 


3 KD units are assembled in seconds with a screwdriver and 8 

screws. Dealer-installers and contractors install easily by 
following Denny’s installation detail drawings. Odd-width windows 
are made with simple on-the-job saw cut. 








































































































5 All the benefits of Denny’s planning and design are passed 
on to the builder in reduced cost, faster home sales. Home 

buyers are demanding homes with the new beauty, comfort and 

protection provided by weather-sealed Denison Jalousies. 


OFTEN COPIED—NEVER EQUALLED! 
IN FLORIDA IT’S WEATHERMASTER 


Denison 
Corporation 

















Denny's dea ind distributors stock 7 KD units in the space 

required for one assembled jalousie. With heads and sills in 
4”, jambs in 3 rements, a small stock offers unlimited size 
combinations. Gla rdered from local glazier. 


Architects find on Jalousies the most versatile windows 
4 ever developed for modern home design .. . ideal for regular 
window openings, doors, porch enclosures, breezeways. Storm sash 
interchangeable with screen provide a prime window for any climate. 


— MAIL THIS COUPON NOW! tee 


DENISON CORPORATION 
Dept. § 85-3 

1890 N.E. 146th St 

North Miami, Floride 


Please send me thout obligation, further details on how 
I can get hig! fits, faster sales, more satisfied cus 
tomers with D Jalousies. 


lam a: Builde Dealer | | Distributor Architect 


Other 
Name. 
Company 
Address 


7 aoe 


DEALERS! DISTRIBUTORS! Certain desirable 
territorie ( available - WRITE TODAY! 


©) 1953 Denison ¢ n *US Pat. No. 2,654,921 


**Copyright 1953 | Corporation ***Pat. Applied For 
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New Construction Record 


Marked by a gain in most types of 
construction that had been retarded 
earlier because of war and defense 
demands, new construction put in 
place in this nation in 1953 totaled 
$34.8 billion, according to estimates 
of the Departments of Commerce 
and Labor. This was 6.8% more con- 
struction than was completed in 1952. 

Construction was also at peak in 
terms of physical volume last year 
up nearly 5% from 1952. 

For the eighth consecutive year, 
private spending for _ residential 
building rose and exceeded total ex- 
penditures for all public construction 
activity! The increase over ’52 was 
7% even though... 

New permanent non-farm housing 
starts in 1952 were 2% under the 
final estimate for 1952. The Depart- 
ment of Labor estimated the dwell- 
ing starts at 1,102,400 units—the sec- 
ond best year on record, and the 
fifth consecutive year the million 
mark was exceeded. The December 
volume was down less than season- 
ally to 68,000 units. 

Commercial building, freed from 
material and credit limitations of 
prior years, zoomed to $1.8 billion in 
1953—up 58% from the year before. 
Construction of schools and recrea- 
tional buildings reached peak levels, 
too. 


“The Insatiable Market” 


In its February issue, and the sev- 
enth article in its series on “The 
Changing American Market,” For- 
tune magazine optimistically docu- 
ments “The Insatiable Market for 
Housing” with graphs, charts, and 
meaty conclusions. Having almost 
taunted the housing industry after 
World War II, Fortune now soberly 
admits that: 

“The dynamic changes that have 
re-made the nation since the war are 
also transforming the housing in- 
dustry, which is making more prog- 
ress and showing more promise than 
it has in a century... . 

“The fact is that the housing mar- 
ket—barring war or depression—now 
holds promise of providing the great 
U. S. ‘growth situation’ of the 1950’s 
and 1960's. Housing is the only one 
of the nations four largest markets 
(the others are food, clothing, and 
autos) that today has strong poten- 
tialities for growing faster than the 
economy as a whole. It is now close 
to a $20-billion market, already 
larger than the auto market, and 
promises to become larger still. And 
—because new houses mean new 


38 


furniture, new appliances, new 
stores, new highways, new schools— 
housebuilding is bound to play a 
portentous role in keeping the whole 
American economy prosperous. 

“The housing market also provides 
an edifying illustration of how a free, 
vigorous economy advances... . The 
revolution in housing is going on 
right now, and these are the changes 
that have produced it: 

“People need a lot of housing. 

“People can afford a lot of housing. 

“Better houses are costing less. 

“Financing, underwritten by the 
Federal government, is easy and 
cheap, and Eisenhower Administra- 
tion policy is to keep it that way. 

“People want to own houses.” 

Fortune’s market survey makes 
three exceptionally significant ob- 
servations. 

First, that there is an annual 
maximum requirement of 1,100,000 
new non-farm dwelling units, 200,000 
conversion units, and 100,000 farm- 
houses for the rest of the 1950’s. The 
urban requirement includes 800,000 
for replacements, and 300,000 as “the 
amount the nation should have to 
raise its standard of housing as high 
as its over-all living standard has 
risen” since 1929. Data is supplied to 
show that American families are not 
spending as large a share of income 
for housing now as they did in the 
prosperous 1920's. 

Second, the market is increasingly 
one for the mass builders, because 
of the marked advantages of mass 
production. “The coming years will 
be hard on the inefficient builders 
and probably on the little ones.” 

Third, prefabricated houses will 
grow in popularity as they continue 
to improve in quality and value. 


Service and Value 


The shop talk at the big homebuild- 
ers’ convention in Chicago last 
month, as well as at the dealer con- 
vention, all added up to this fact: 
Houses have got to be well built and 
offer some extra features or con- 
veniences to move fast this year, 
even at a standard profit. 

The growing competition for the 
consumer dollar — in competition 
with other durables, as well as other 
materials — is evidenced by such 
straws in the February winds as 
these: 

The Douglas Fir Plywood Assn. 
has scheduled ads in the pages of 89 
magazines this year with a total cir- 
culation for the insertions of nearly 
500 million copies. Included will be 
Life, Saturday Evening Post, and 30 
national home and craft magazines. 


In dealer ads, this trade association 
is stressing the eight reasons why it 
pays to push plywood: easy to sell, 
hundreds of uses; fast turnover; 
bigger profits, nationally advertised; 
easy to stock; grade for every job; 
tested quality. DFPA’s 1954 goal: to 
sell an additional 10 million feet of 
plywood a week! 

The Coleman Co., Kansas manu- 
facturer of home heating and cooling 
equipment, has reduced retail prices 
of all models in six of its major lines 
of heating products and has expand- 
ed its advertising program. 

The Architectural Woodwork In- 
stitute of America, organized only 
last October, is wooing the architects 
across the land by mailing them 
handsome, helpful brochures on cus- 
tom-made woodwork, such as doors, 
windows, cabinets. Each brochure 
includes photographs of outstanding 
installations, detail drawings, and 
specification data, for ready use by 
architects. 

The International Cut Stone Con- 
tractors and Quarrymen’s Assn., at 
a convention in Washington, D. C., 
unveiled “A Catalog of Building 
Stone.” Covering every important 
building stone quarried in this nation, 
in pictures and with text, this catalog 
is being distributed to architects and 
other specifiers of materials. 

Observed President Robert C. 
Craddock to the stone producers as 
he presented plans for a continuing 
promotion costing $200,000 a year: 

“Just as a culture can sicken and 
die when interest in it disappears, 
so can an industry disappear when 
there is no one willing to promote 
it. The only guarantee we can have 
that our own industry will remain 
healthy and active is our personal 
determination to keep it so.” 


“Would you like anything else. . . 
such as lumber, nails, paint, or gyp- 
sum board?” 
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These attractive shingles are made in four distinctive colors: 
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industry NEWS 


18,000 Attend NAHB’s Jubilee Convention - Exposition 


NEW RECORDS were set at the 10th 
annuai (Jubilee) convention-exposi 
tion of the National Assn. of Home 
Builders in Chicago, Il., January 17- 
21. Attendance exceeded 18,000. All 
facilities of the Conrad Hilton and 
Sherman hotels were taxed to ca 
pacity by the 521 booths of the some 
300 exhibitors, and by 40 public 
meetings. 

The accent was on how-to-do-it 
better in multiple sessions that were 
packed by builders, contracting 
dealers, and suppliers from through 
out the nation. Large groups arrived 
by chartered planes and by private 
railroad cars from Washington, D. C., 
Louisville, Miami, New Orleans, 
Tulsa, Dallas, Houston, St. Louis, and 
Richmond. 

Elected president to succeed Eman- 
uel Spiegel, of New York City, was 
R. G. (Dick) Hughes, of Pampa, Tex. 
Hughes reported on the findings of 
the President’s Housing Advisory 
Committee, and urged a strong na- 
tional housing program based on 
private enterprise. 

In a panel discussion on “A New 
Face for America,” NAHB Past 
President Alan Brockbank called for 
a nation-wide attack on America’s 
slum problem “to restore our na 
tional housing inventory and take up 
some of the economic slack caused 
by cuts in defense housing.” 

President Spiegel, reporting a sur 
vey of builder opinion on the hous 


Lu-Re-Co Panel Wall 
System Available Soon 


A complete pattern and merchan 
dising package on the Lu-Re-Co sys 
tem of pre-assembled exterior wall 
panels will be available about March 
15, the Lumber Dealers Research 
Council has announced. The system 
is based on research financed by 
LDRC at the University of Illinois. 

Four feet wide and of wall height, 
the wood panels are of three types 
solid wall, window, and door. Engi 
neering, architectural, and merchan 
dising details on the panels will be 
furnished through the National Plan 
Service, Chicago, Ill. 

A simple, precise jig has been de 
signed so lumber dealers can assem 
ble the wall panels in their shops and 
deliver them to house job sites, there 
by reducing the on-site construction 
labor. 
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ing market for 1954, asserted that 
“there is no ‘recession’ talk in the 
homebuilding industry, which is a 
principal economic bulwark of our 
entire national economy. This survey 
indicates that builders are convinced 
that the American economy is still 
strong, healthy, and expanding. 
“Of the 273 reporting builders, 58 
per cent said they planned to build 
more homes this year than in 1953; 
19 per cent said they would produce 
the same volume, while 23 per cent 
expect to erect fewer homes.” 
“How to do it” demonstrations 
showed the construction, use, or ap- 
plication of foundations, tilt-up walls, 
roof trusses, storage walls, dry walls, 
ceramic tile, insulating board, steel 


kitchen cabinets, asbestos materials, 
and copper tubing. 

Among the topics covered in dis- 
cussion and panel sessions were good 
house design, trade-in houses, ade- 
quate mortgage financing, air-condi- 
tioned homes, good interior decora- 
tion, housing for the aged, builder- 
union relationships, loan processing, 
and selling prefabricated homes. 

A highlight of the exhibits at this 
NAHB show was the 24-booth sec- 
tion in the Sherman Hotel devoted 
to lumber and millwork products 
made by members of Ponderosa Pine 
Woodwork, West Coast Lumbermen’s 
Assn., Western Pine Assn., Fir Door 
Institute, and the National Wood- 
work Manufacturers Assn. 


Quarterly Merchandising Calendars Simplify 
Advertising, Promotion Tasks for Dealers 


TO HELP DEALERS develop sound 
advertising, display, and promotional 
programs, the National Retail Lum- 
ber Dealers Assn. will issue a quar- 
terly merchandising calendar to all 
members of its 32 federated associa- 
tions. 

A continuing association service, 
the new quarterly calendar will be 
based on the widely-accepted prin- 
ciples and themes contained in 
the initial Merchandising Calendar 
which was issued as Chapter Va, 
Section VII, of the Dealer Operating 
Guide. 

The first of the quarterly calendars 
will cover the second quarter of 1954 
(April, May, and June). Other quar- 
terly calendars will be issued every 
three months, well ahead of the 
start of each quarter. 

Each quarterly calendar will con- 
tain three large plan sheets on which 
dealers can list by the month the 
exact advertising and promotional 
themes they intend to follow each 
week, together with the products 
they intend to list in each advertise- 
ment, and the products they intend 
to put on display each week. 

In addition, the first quarterly 
calendar each year will contain a 
form on which the dealer can set 
down his total sales and advertising 
budgets for each month and record 
the amounts budgeted for each 
major type of advertising: news- 
paper, radio and television, direct 
mail, etc. Each of monthly plan 


sheets will contain space in which 
the dealer can break down his 
advertising budget by weeks. 

Every quarterly calendar will con- 
tain suggested headlines for each ad- 
vertising theme recommended for 
use during that quarter. From time 
to time, the quarterly calendars also 
will include suggested layouts for 
newspaper advertisements, repro- 
ductions of signature logotypes used 
by dealers, samples of type styles 
and sizes, and other useful advertis- 
ing information to guide dealers. 

Outstanding newspaper advertise- 
ments actually published by dealers 
also will be reproduced now and 
then to illustrate the type of adver- 
tising being done in the industry. 

Each quarterly calendar will spot- 
light the theme which is to be fol- 
lowed each quarter in the program 
for coordinating the advertising and 
promotional programs of lumber 
dealers and building products manu- 
facturers. The theme for the current 
quarter is “Buy or Plan Your New 
Home Now.” Dealers are urged to 
feature this theme in their radio and 
newspaper advertising for the week 
of February 7. 

Twenty manufacturers are plan- 
ning to push this theme in their 
national advertising this month, ac- 
cording to NRLDA President Henry 
J. Munnerlyn. At least 5,000 retail 
dealers are expected to capitalize on 
the multiple promotion that this tie- 
up offers. 
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with Fir Plywood 


Ride the profit trend—feature fir plywood for built-ins 
and do-it-yourself jobs... for “bread and butter” 
sales in the new construction and remodeling 
markets. Your selling is backed by continuous 
advertising reaching millions every day, thousands 
of personal field calls — plus the hottest line of 
dealer merchandising aids ever developed. 





EXT-DFPA® Play it safé= your reputation is on the line 
m with every panel you sell. Stock and sell 


only DFPA grade-trademarked fir plywood. 














®Douglas Fir Plywood Assn., Tacoma 2, Wash. 


REASONS WHY IT PAYS TO PUSH PLYWOOD 


1. easy to sell 2. hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every job 8. tested quality 


Dealers Advised Not to Over-trade 
Even Though Building Boom Continues 


ALTHOUGH the volume of building 
has remained at all-time high levels 
since 1945, the over-all net profit to 
net sales for building material deal- 
ers has continued to decline. Conse 
quently, a continued building boom 
does not necessarily mean continued 
booming net profits for the dealer. 

This is the major conclusion of a 
new booklet entitled “To Meet To- 
morrow’s Challenge,” which has been 
published to help dealers strengthen 
their businesses. Its author is H. L. 
Judd, who explains that “Dun and 
Bradstreet statistics revealed in the 
new book show a continuing decline 
in over-all net profit to net sales for 
building materials suppliers. 

“These statistics show that the per 
cent of net profits to net sales for 
the building material suppliers has 
dropped 48 per cent from the five- 
year period ending in 1950 to 1952. 
The 1952 picture is relatively un- 
changed today. 

“The average collection period for 
accounts receivable in 1952 exceeded 
the previous five-year average by 20 
per cent. And a steady drop in ‘In- 
ventory Turnover’ (net sales to in- 
ventory) from 9.0 times in 1945 to 
5.3 times in 1952 is shown in the 
book. 

“Generally speaking, whenever a 
lumber and building material deal- 
er’s cash and good collectible ac- 
counts-receivable are less than his 
current debts, he is over-trading 
doing too much business for his 
investment,” points out Judd, USG’s 
general credit manager. 

“If you are over-trading, you have 
to be more alert than ever to be sure 
your receivables and inventory are 
absolutely good with fast turnover 

“Fixed assets for the last 11 years 
have averaged only 21 per cent of 
net worth. If your fixed investment 
seriously exceeds this percentage, 
you are apt to be handicapped in the 
competitive days ahead.” 

The book reveals that total debt 
to net worth has rapidly gone up 
since 1945. For the five-year period 
ending in 1945 it was 35.5 per cent. 
For the five-year period ending in 
1950 it was 48.6 per cent. In 1952, it 
was up to 67.6 per cent. 

Judd asks building supply dealers 
to examine their own businesses for 
such a trend. 

“The dealer’s most important ob- 
jective for 1954 might well be reduc- 
tion of debt,” he advises. 

Business failures, Judd proves 
through statistics, increase when a 
general price decline becomes effec- 
tive. These failures can be avoided, 
he says, and success can result by 
proper business adjustment to meet 
economic adjustments. 

The book suggests 


these basic 
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rules for building supply dealers to 
follow: 

1. Keep a cash balance of sufficient 
size to take care of contingencies. 

2. Keep a proper relationship be- 
tween debts and capital. 

3. Keep an inventory in proper 
balance to insure rapid turnover. 

4. Keep a personal firsthand 
knowledge concerning the collect- 
ability of accounts receivable. 

5. Make a satisfactory profit on 
every sale. 

Dealers who desire the book should 
write to the U. S. Gypsum Co., Dept. 
122-A, 300 West Adams Street, Chi- 
cago 6, Ill. 


Home Show at Greenville 


The first annual Southern Homes 
Show will be held in Textile Hall at 
Greenville, S. C., March 22-26. 

Drawing attendance from more 
than 500,000 people in South Caro- 
lina’s industrial Piedmont belt and 
adjoining Georgia and North Caro- 
lina, this show will feature as many 
as 200 exhibits of home building 
products and house furnishings. It 
will be conducted by the staff of the 
Southern Textile Exposition, headed 


PINE LUMBER 
SCAFFOLDING 
ON BIG JOB 


Because they found it 
would be less expen- 
sive than renting steel 
scaffolding, Contractors 
Peyton-Higgison chose 
Southern pine lumber 
and put it together 
with nails for scaffold- 
ing the 1ll-story Van- 
Antwerp Building in 
Mobile, Ala. 

The scaffold was 
needed so workmen 
could remove hazard- 
ous cornices along the 
roof of the 46-year-old 
office building. Nails 
alone were used to se- 
cure the framework. 

Southern pine lum- 
ber, including 1x6, 2x4, 
2x6, 2x8, and 4x4, was 
pre-cut before erec- 
tion. After the repair 
work on this side of 
the building was com- 
pleted, the lumber was 
re-used on the other 
side, then salvaged. 


by Miss Bertha M. Green, secretary 
of the Textile Hall Corp. 

“In an era when the so-called 
‘Push Button’ home is rapidly be- 
coming a reality,” she explained, 
“the need for such a show is obvious 
to afford Southern home-owners and 
planners an opportunity to see in- 
novations in materials and _ tech- 
niques as soon as they are shown in 
the metropolitan centers.” 


Oak Floor Training 
Clinics To Be Held 


A 1954 series of sales training 
clinics, designed to strengthen the 
lumber dealer’s position in oak floor- 
ing sales and to extend the leader- 
ship of oak floors in the residential 
market, will be held by the National 
Oak Flooring Manufacturers’ Assn. 

At its annual December meeting in 
Memphis, Tenn., members voted a 
special assessment to finance the 
clinics in various parts of the coun- 
try. 

Chairman Walter Wood, of the 
Advertising Committee, reported 
that the training course was “road 
tested” in 13 cities during 1953 and 
proved highly successful. 

Principal speaker at the meeting 
was Philip A. W. Creden, public re- 
lations director of Edward Hines 
Lumber Co., Chicago. Compliment- 
ing the association for its progressive 
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DIMENSION 


a 





THE 


“STRIP-PROOF” 








OPERATOR... 


ON THE VALCO 


ALUMINUM AWNING WINDOW 


NO OTHER HAS IT! You can attract your customers with beauty (and in any position to over 90 degrees, or opens only the bottom 
these windows are well supplied with that) but when it comes to vent for controlled ventilation! 


clinching the sale, it’s the features that count! . ’ 
s , A sales-clinching feature—exclusive with Ualco Alumi- 


: , num Awning Windows! 
The Cam Lock strip-proof operator feature of Ualco Aluminum 


Awning Windows has it over all competition! Instead of separate 
locking and opening devices, which often result in stripped gear threads 
and always waste time and motion, the Ualco Cam Lock automatically 
unlocks and opens—with one finger-tip operation! Also locks all vents 











OOUBLE 
HUNG AWNING JALOUSIE CASEMENT 











MORE PLUS FI Ualco Aluminum Awning Windows are 
completely weatherstripped—both on jamb and bottom of all 
vents. They're easy to install! Require no upkeep .. . can’t 


rust Of warp never need painting! 








BASEMENT UTILITY 


WORLD’S LARGEST MANUFACTURER OF ALUMINUM WINDOWS 


UNION ALUMINUM CO., INC. 
SOUTHERN SASH SALES & SUPPLY CO. 
SHEFFIELD, ALABAMA 


1 UNION ALUMINUM COMPANY i 
MAIL | SOUTHERN SASH SALES & SUPPLY CO. j 
' SHEFFIELD, ALABAMA 
THIS rentlemen Dept. ses! 
i Please rush technical data and prices. 


COUPON | name 
NOW! ; Adoness 
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promotional program, he declared 
that aggressive selling by the lumber 
industry in general will help assure 
the continued popularity of wood 
products. 

Lumber dealers, Creden added, 
would do well to place greater stress 
on promotion of lumber products 
rather than exert too much sales 
effort on appliances and other items. 
He explained that lumber products 
represent all but a small percentage 
of the average dealer’s total volume. 
Unlike many other items, moreover, 
they generally are available only at 
retail lumber establishments. 

New directors chosen were G. M. 
Carpenter, Carpenter Oak Flooring 
Co., Birmingham, Ala.; R. F. Sharp, 
Memphis Hardwood Flooring Co.; 
and W. R. Warner, Southern Lumber 
Co., Warren, Ark 


Repays Federal Loans 


Lumber Fabricators, Inc., of Port 
Payne, Ala., recently announced that 
it had repaid in full the loans made 
to it by the Reconstruction Finance 
Corp. and the Housing and Home 
Finance Agency. 

The loans were made to assist the 
company in the manufacture of pre- 
fabricated homes. Total funds made 
available under a revolving type of 
credit amounted to $1,761,000, over a 
period from January, 1950, to No- 
vember, 1953 


HERBERT D. OHM has been ad- 
vanced to sales manager of the 
Dallas, Tex., district by the Certain- 
teed Products Corp. He joined Cer- 
tain-teed in 1941 as a sales repre- 
sentative in the San Antonio area, 
having previously been engaged in 
construction work. 
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personnel 
parade 


M and M Woodworking Co. ... S. 
EBERLY THOMPSON has been made 
president, following the resignation 
of Thomas B. Malarkey. Thompson 
formerly was senior vice-president 
of this Portland, Ore., plywood man- 
ufacturer. He recently had been ad- 
vanced to executive vice-president. 


DeWalt, Inc. ... This American Ma- 
chine and Foundry Co. subsidiary 
has appointed JOHN STOLARZ to di- 
rect advertising and sales promotion, 
following the retirement of W. Ross 
STEVENS, who served 27 years. LESTER 
R. MELLOTT was named assistant 
sales promotion manager. ARTHUR J. 
McMurray, former power shop sales 
manager, is now assistant general 
sales manager. 


Magnesium Co. of America .. . 
WILLIAM JOHANSEN has been elected 
vice-president in charge of sales for 
this manufacturer of magnesium 
materials-handling equipment. Be- 
fore being made general sales man- 
ager two years ago, Johansen served 
as Southwestern division manager. 


National Gypsum Co. ... J. P. 
NICELY is now general commodity 
manager, succeeding Davip G. STERN- 
BERG, who is now central division 
manager. Nicely formerly was sales 
manager for the Washington, D. C., 
district. 

Rockwell Manufacturing Co... . 
RicHARD E. Mruver has filled the 
newly-created position of product 
sales manager in charge of saws and 
expendable tools sold by the Delta 
Power Tool Division. He joined 
Rockwell after graduation from 
Duke University in 1947. He has 
served as market analyst, assistant 
to the vice-president, assistant gen- 
eral manager, sales manager, and 
manager of the Columbus, Ohio, 
plant. 


Woodwork Jobbers Service Bureau. 

. Adolph Pfund has been succeeded 
as secretary of this service organiza- 
tion for wholesalers by Cart W. 
NaGie. Pfund had been secretary 
since 1935. Nagle joined WJSB last 
August after three years’ service as 
secretary of the Indiana Lumber and 
Building Supply Assn. 


Atlantic Steel Co. . . . New traffic 
manager of this Atlanta, Ga., pro- 
ducer of steel products is R. H. Pra- 
TeR. A graduate of the University of 
Georgia and a World War II Army 
veteran, he joined Atlantic Steel in 
1946. He was made assistant traffic 
manager in 1951. 


National Plywood Distributors Assn. 
CHARLES E. (Cuuck) Devin is the 
new managing director. He previ- 
ously held this post with DFPA. 


A. J. McELRATH has been promoted 
to sales manager of the Hermitage 
Portland Cement Co. An engineering 
graduate of the University of Ken- 
tucky, he joined the Hermitage or- 
ganization in 1947. He was service 
engineer until this promotion. 


Elite Pine Trees 
Sought for Breeding 


An intensive search is underway 
for “one in a million” super pine 
trees to be used as breeding stock in 
re-seeding the Georgia and Florida 
coastal plain. 

If enough elite longleaf or slash 
pine can be found, a dream of re- 
placing the Coastal Plain’s second 
growth forest with a superior timber 
crop may be realized in years to 
come. 

But, says Kenneth B. Pomeroy, re- 
search chief at the Southeastern 
Forest Experiment Station, the job 
isn’t easy. “You find maybe one in 
a million—if you’re lucky. 

“Consequently we need the as- 
sistance of everyone in our search 
for the super trees which will be the 
parent stock for re-seeding the 
Coastal Plain with pines of superior 
quality. Several pulpwood companies 
have already pledged cooperation.” 

Pomeroy said that to qualify as 
an elite tree a slash or longleaf pine 
should have a straight, clean bole of 
good merchantable length and a 
well-proportioned crown. In growth 
and size it should be better than any 
other tree of the same age in its 
vicinity. It should have a vigorous, 
healthy appearance and be free from 
any evidence of insect or disease 
attack. 

Foresters or land-owners who lo- 
cate such a tree are asked to report 
the find to Southeastern Forest Ex- 
periment Station, Lake City, Fla. 
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Aris abundant ability wood 


West Coast Hemlock—the “Ability Wood" —has served generations 


Uniform texture, straight grain and the ability to take a lustrous natural 
as an extra-value flooring in homes, schools and public buildings. 


finish make West Coast Hemlock ideal for paneling. 


Weyerhaeuser 4-Square 





WEST f 
COAST JX 


The ‘Ability Wood”’ 


From West Coast Hemlock, Weyerhaeuser pro- Home owners are delighted to find that Weyer- 


duces a great variety of superb lumber products, 
ranging from boards and dimension to siding 
and paneling. Used inside or out, Weyerhaeuser 
4-Square West Coast Hemlock invariably earns 
the respect and admiration of builder and home 
owner alike. Workmen are particularly pleased 
with its light weight, ease of sawing, and the 
ability to take and hold nails firmly. 








= 


PROPER PROCESSING 


oF HEMLOCK 


@ Through scientific logging, accurate 
sawing, controlled kiln seasoning, preci- 
sion surfacing, proper grading, careful 
handling and shipping, Weyerhaeuser 
provides this abundant “Ability Wood” 
in a wide range of 4-Square West Coast 


haeuser 4-Square West Coast Hemlock siding, for 
example, stays firm and tight for decades. They 
are pleased with Hemlock’s amazing ability to 
take and hold paint. The absence of pitch in this 
specieseliminates paint discoloration, and natural 
finishes bring out the straight grain, the uniform 
texture and the light color which mellows slightly 
with age. 

Because Hemlock is such a remarkably versatile 
wood — because it is so abundant—and because 
it has a long record of successful service in a wide 
variety of applications, dealers find it is good 
business to sell the outstanding characteristics 
and uses of Hemlock 

Write for literature that will help you sell more 
Weyerhaeuser 4-Square West Coast Hemlock — 
the abundant ‘‘Ability Wood.”’ 


LUMBER AND SERVICES 


Weyerhaeuser 4-Square 


oo lumber products. 
> 


HEMLOCK...FuHE ABUNDANT “ABILITY Wweor 


WEYERHAE R SALES CO,, ST. PAUL 1, MINN, 








EXPAND YOUR MARKET FOR 
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Community Business 
Analysis Made by UI 


How can we bring more business 
to our town? Several Illinois com- 
munities are finding answers to this 
question through a “Community 
Business Analysis,” inaugurated five 
years ago by the University of 
Illinois Bureau of Business Manage- 
ment. 

In the past year, five Illinois towns 
—Galva, Newton, Gilman, Arcola, 
and Bluffs—all under 5,000 popula- 
tion, have been studied and have 
received reports on which to base 
their plans for business improve- 
ment. Two more such studies — in 
Watseka and Staunton — are cur- 
rently underway. 

Usually initiated through the 
town’s Chamber of Commerce or 
similar business association, the 
“Community Business Analysis” is 
a service of the Bureau of Business 
Management. It is conducted by a 
member of the bureau staff in two 
parts—a mail survey of consumers in 
the trading area of the community, 
and personal observation of the re- 
tail firms in the town. 

The questionnaire sent out to con- 
sumers by mail is tailor-made to fit 
the needs of the particular town in 
question, since most towns have 
problems which distinguish them 
from others. Responses to the mail 
survey are tabulated at the univer- 
sity, resulting in a “profile” of how 
well the merchants are meeting the 
needs of their community. 

The UI staff member assigned to 
the project also visits the town and 
studies the physical set-up of its 
business district. He observes such 
details as store fronts, condition of 
sidewalks and streets, parking, and 
traffic. He also “shops” in the indi- 
vidual stores, noting prices, merchan- 
dise, displays, quality of salesman- 
ship, layout, and store lighting. 

Findings are reported and dis- 
cussed at a meeting of the sponsors 
of the study. Members of the spon- 
soring group also receive copies of 
the written report. This report pro- 
vides the starting point for the de- 
velopment program which must be 
carried out by the community itself. 
That program may consist of special 
meetings for retail managers, sales 
training sessions for employees, and 
store improvement campaigns. 


Contest Plugs Screens 


For writing the best limerick in a 
contest sponsored by the New York 
Wire Cloth Co. to create interest in 
its Durall tension screens, Robert H. 
Renton, Igoe Brothers, Plainville, 
Conn., received a bucket full of 
money. 

It contained 
7,900 Japanese yen, 


12,340 Italian lire, 
22 Mexican 
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R. E. O‘NEILL has been promoted to 
general sales manager of the Atlantic 
Steel Co. in Atlanta, Ga. With the 
company since 1933, he has served in 
the employment, shipping, and order 
departments. He joined the sales de- 
partment in 1949 and was made as- 
sistant general manager of sales in 
1952. 


pesos, 20 Dutch gilders, 1 French 
franc, and 1 Portuguese escudo— 
totaling $50 in American money. 
Renton’s winning limerick: 
“A-huffing and puffing was Willie 
While putting up screens for Aunt 
Millie 
A neighbor came by 
And gave a loud cry 
‘Use Duralls to please 
Willie!’ ” 


Millie, 


Oregon Plant Output 
To Be Sold by USG 


The United States Gypsum Co. has 
announced that it will take the com- 
plete output of hardboard and insu- 
lation board produced in a new plant 
near Pilot Rock, Ore. Said to be 
the most modern of its kind in the 
country, it is owned by Oregon Fiber 
Products, Inc. 

This plant will produce a full line 
of decorative insulation board, tile 
and plank, plus sheathing, roof in- 
sulation, and a complete line of 
hardboard products. 

Within the past six years, U. S. 
Gypsum has expanded its activities 
in Plaster City, Calif.; Heath, Mont.; 
Siguard, Utah; Empire, Nev., and in 
Southgate, Calif. All this has added 
to the production of its full line of 
gypsum products as well as increas- 
ing the availability of roofing mate- 
rials and paint for the western 
markets. 


$111,000 for Research 


Members of the Southern Hard- 
wood Forest Research Group map- 
ped out expanded hardwood re- 
search projects at their December 17 
meeting in Stoneville, Miss. 

They worked out details of a five- 
year project to be supported by con- 
tributions from private industry and 
woodland owners and carried on by 
the U. S. Forest Service. Representa- 
tives of 30 firms agreed to spend 
$111,000. 

Among the participating firms are 
the Anderson-Tully Co., C. W. Hun- 
ter Co., Chapman-Dewey Lumber 
Co., Memphis Plywood Corp., and 
Nickey Brothers, Inc., all of Mem- 
phis, Tenn. 


“Best TV Dramatic Show” 


“The United States Steel Hour” 
was named “Television’s best Dra- 
matic Show of the Year” in the 
recent poll of 500 radio and tele- 
vision editors, conducted annually by 
Radio-Television Daily. 

On the basis of the first five tele- 
casts offered, TV critics coast-to- 
coast were almost unanimous in their 
praise of “The United States Steel 
Hour.” 


Fir Door Industry 
Offers New Styling 


In time for spring promotion, the 
fir door industry—through its trade 
association, the Fir Door Institute— 
has developed a re-styled line of 
panel doors. 


Actual construction changes are 
simple, although the appearance is 
said to be changed considerably. 
Old-style ovolo and bead-and-cove 
molding has been replaced with a 
flat bevel molding. The exposed 
width of the molding that frames 
the panels has been increased %”. 

Doors featuring one, two, and 
three panels have been re-styled. 
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One color one side ...a second 


color on the reverse side... 4 BASIC COLORS—-BACK 
3 . e TO BACK - her: 
that’s the big news in wallboard. Seafoam green, suntan, twilight Fasay 


and ivory “4 





Yes, double-color is yours to offer customers with DUO-TONE, the 6 COMBINATIONS { 
newest pre-decorated wallboard in the complete Plastergon line. Seafoam green and suntan—seafoam ; 

green and twilight rose~seafoam 
DUO-TONE is available in 4 colors: twilight rose, ivory, suntan, and green and ivory—ivory and suntan | 
seafoam green. And you can have these colors back to back in any ivory and twilight rose—twilight ~~ 
conceivable combination for Plastergon makes them all. rose and suntan. id 
Consider what such a color line means to your customers. New NO PRICE INCREASE ¥ ie 
decorative schemes are possible. New colors can be added to homes, You pay no more for Duo-tone’s back — 4 
offices, and displays. Furthermore, you can offer these many colors to back feature than for plain board, ; 
with less storage space because as few as two different boards can FS 
enable you to offer all four colors. A COMPLETE COLOR LINE 
DUO.-TONE is four-ply, 3/16” thick and is offered at no increase in pgs (ous rage only ie 
price over plain board of the same specifications as our Economy boards. Choose your own combine- 
brand. It’s available in panels 48” wide and from 6 to 12’ long. tions—save space, 


SEND FOR SAMPLES TODAY 


MAMMOTH, 1/4” pebbled wallboard « PERFECT-O-CELL, 3/16” pebbled wallboard * BUCKSKIN, 1/10” pebbled wallboard 
DUO-TONE, two colored wallboard « ECONOMY, ivory finish wallboard * EBONY, 1/8” asphalt board « LOCKAIRE, 
1/2” and 25/32” asphalic board « LOCKAIRE PAINTCOTE, 1/2” insulating board * BUDGETAIRE, 5/16” insulating board 


PLASTERGON PRODUCTS 
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silent salesmen ©). 


TILE WALL CHART 


A new wall chart has been designed 
to display samples of Miraplas plas 
tic wall tile. 

The 23”x39” chart has metal edges 
at the top and bottom and a brass 
eye ring for easy hanging. Its pur- 
pose is to permit the customer to de 
cide at a glance which tile and trim 
will best serve his purpose. 

Contact: S and W Moulding Co., 
Columbus, Ohio. 


HOME-BUYING GUIDE 


The 1954 edition of the “Home Buy- 
er’s Check List” guides the prospec 
tive home-owner in selecting a house. 
It is suitable as hand-out literature 
for customers expressing real interest 
in building and as literature for 
“planning centers” in display rooms 

The questions—with space opposite 
for rating several houses — cover 
general planning and also specific 
rooms, 

Contact: Housing Research Foun 
dation, Southwest Research Insti- 
tute, 8500 Culebra Road, San An 
tonio 6, Tex. 


COLOR SELECTION 


Because of the increasing demand 
for colored asbestos-cement siding 
and asphalt shingles, Ruberoid offers 
help to dealers and customers in ob 
taining color harmony. 

A new color selection wheel, call 
ed the Colorator, shows combina 
tions of colors. All are keyed by 
number to the colors offered in 
Ruberoid siding, roofing, and trim 

Contact: Ruberoid Co., 500 Fifth 
Ave., New York 36, N. Y. 


WESTERN PINE USES 


The Western Pine Assn. has issued 
six new promotional folders for use 
as dealer sales aids. 

“Secret of a Happy Kitchen” 
shows how Western pine woods can 
add to the beauty of kitchens. “Put 
A Playground in Your Home” shows 
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how easily recreation rooms can be 
put into dead space. “There’s Treas- 
ure in Your Attic” shows how many 
attics can be converted into bed- 
rooms or other rooms with Western 
pine species. 

“The Path to Happy Vacationing” 
is a die-cut folder showing how 
vacation cabins can be built for a 
vacation budget. Another die-cut 
piece, “A Fence Can Make Any 
House A Home” shows wooden 
fences, especially modern styles. 
“Trellis Your Troubles Away” tells 
how trellises do a job if correctly 
built and placed. 

Dealers’ names and addresses can 
be imprinted on these two-color 
folders. 

Contact: Western Pine Assn., Yeon 
Building, Portland 4, Ore. 


SHOWS PAINT BRUSHES 


New Brush Craft paint brushes come 
packaged in a self - merchandising 
display carton. 

Ranging in price from 15 cents to 
$4.95, all brushes are attractively 
wrapped. 

Contact: John Lucas and Co., Inc., 
1617 Pennsylvania Blvd., Philadel- 
phia, Pa. 


PLYWOOD PROMOTION 


The new “Profit Maker Kit” for pro- 
moting Ripplewood textured ply 
wood wall paneling contains 23 
pieces of sales-aid material. 

Among them are a Ripplewood 
product manual, promotional pieces 
for mailing or store hand-out use, 
direct-mail campaign with suggested 
letters, newspaper ad mats, radio 
and TV commercials, posters and 
counter displays, Ripplewood sample 
finished in three different ways, in- 
struction sheets on Ripplewood uses 
for sales notebooks, a list of dealer 
helps, and samples of national con- 
sumer advertising. 

Contact: Georgia-Pacific Plywood 
Co., Olympia, Wash. 
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SECTIONAL BINS 


New Stackbin sectional bins will ac- 
commodate gallons, quarts, pints, and 
half pints with no lost storage space 
above cans. 

Each unit is 37” wide. Shelf 
heights can be changed instantly to 
accommodate different sizes of mer- 
chandise. Each section is made of 
heavy-gauge steel, welded together, 
and finished in olive green baked 
enamel. 

Bases and tops are available. 

Contact: Stackbin Corp., 1177 Main 
St., Pawtucket, R. I. 


REMODELING FILM 


“Happy House” is a new full-color 
motion picture produced to increase 
interest in home expansion and re- 
modeling. It gives many “how to do 
it” answers to enable the home- 
owner to buy materials and do his 
own work. 

It is suitable for showing to con- 
sumers, contractors, building ma- 
terial dealers, and others. 

Contact: Film Department, Wood 
Conversion Co., First National Bank 
Building, St. Paul 1, Minn. 


TILEBOARD DISPLAY 


This new A and F Tileboard display 
is compact and functional. Samples 
of the pre-finished wall panels can 
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Gjhiliyl OF ALL SOFTWOODS 


Pack River's North Idaho Engel- 

mann Spruce is judged the whitest 

of all softwoods by independent 

lumber research. The trees grow tall 

and straight grained... SCIENTIFIC manu- 
facturing methods keep the lumber white, 
straight, easy to work. For exteriors or 
interiors, paneling and furniture 


INSIST ON NORTH IDAHO ENGELMANN SPRUCE 


Scientifically 
Kiln-dried. 
Does not split 
in nailing. 
Clear, straight 


grain. 


FEBRUARY, 1954... 


Write for Additional [nformation 


ACK RIVER SALES CO. Send for 


SPOKANE, WASH. P.O. BOX 64 ad TELETYPE SP. 105 e MAdison 0121 free booklet 


Managing Sales For 
PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON f LUMBER CO today! 
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CONCEALED-GUIDE 
SURFACE BOLT 


NO. 354 


ly 
ADAMS-RITE 


a 


wy 
The omanke of excellence 


The ultimate in streamlined appear- 
ance... and made of solid brass, of course. 

This is the new Adams-Rite No. 354 
Surface Bolt. It is mounted completely on 
concealed guides—even the screws are not 
visible after installation. 

Designed especially to blend with con- 
temporary architecture. It is unusually 
strong, made of solid brass throughout and 
hand polished. Available in 42” widths and 
4”, 6” and 8” lengths. 


WRITE FOR COMPLETE INFORMATION 


ACTURING C0, 


ALE 4 CALIFORNIA 


HOAMS- RITE MANU 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 





be removed for customer examina- 
tion and replaced in the metal mold- 
ing strips on the back of the display. 

The rack also shows samples of 
hardboard moldings and metal mold- 
ings. The size makes it suitable to 
counters or floors. 

Contact: A and F Tileboard Co., 
Alexandria, La. 


LUMBER SALES AIDS 


The West Coast Lumbermen’s Assn. 
offers three movies for “open house,” 
sales meetings, and club meetings; 
newspaper ad mats and a cartoon 
series; seven color playlets for 
neighborhood movies; seven 13- 
second spot announcements for TV; 
radio spot announcements, and 
special literature for salesmen. 

WCLA also offers five publica- 
tions slanted to farm interests; 17 
pieces of literature for homebuilders, 
and eight publications covering 
special jobs. 

A folder lists these sales aids, 
most of which are free. 

Contact: West Coast Lumbermen’s 
Assn., 1410 S. W. Morrison St., Port- 
land 5, Ore. 


ADVERTISING PUZZLE 


A new advertising puzzle appeals to 
both children and parents because 
of its educational feature. It contains 
all states of the union, which are to 
be arranged correctly, and pasted 
down with the “Stick-Back” paper. 
On the front cover of the folding 
puzzle is a space for the dealer’s 
name, address, and telephone. 
Contact: Jackson Publications, Inc., 
305 East 46th St., New York 17, N. Y. 


INSULATION DISPENSER 


A new reel-type dispenser. rack 
holds Libbey-Owens-Ford fiber-glass 
insulation and makes it easy to sell 
by the measured piece. 

Standing 60” high, it holds a 24’- 


wide roll of superfine insulation and 
has an adjustable cutting guide. 
Twenty-seven display cards showing 
various uses can be displayed three 
at a time beneath the signature 
panel. 

Contact: Libbey-Owens-Ford Glass 
Co., Nicholas Building, Toledo 3, 
Ohio. 


DO-IT-YOURSELF IDEAS 


A new 50-cent Easi-Bild pattern 
permits the home-owner to build his 
own storage areas, including storage 
room dividers. 

This new pattern has been de- 
signed around steel sliding door 
units. The paper pattern, plus step- 
by-step assembly instructions, take 
the mystery out of working with 
wood and metal for even the novice. 

Contact: American Welding and 
Manufacturing Co., Warren, Ohio. 


HOME IDEA BOOK 


“Plus Value for Your Home” fea- 
tures bathroom, kitchen, and heating 
products and their efficient use in 
today’s homes. A revision of a previ- 
ous publication by the same name, 
it contains new copy, new illustra- 
tions, and new format. 

The bathroom section shows 
American-Standard new-design fix- 
tures in white and colors. Special 
emphasis is given to the rising im- 
portance of the multiple-bathroom 
home. 

Contact: American Radiator and 
Standard Sanitary Corp., Pittsburgh 
30, Pa. 


GARAGE-DOOR FOLDERS 


Two new full-color folders for dealer 
literature racks show Pre-Flyte sec- 
tional commercial garage doors and 
the Howell electric garage-door 
operator. They tell how all Pre- 
Flytes are sealed to make them 
water-repellent and termite proof. 
They fit door sizes from 8’ wide by 7’ 
high to 12’ wide and high and 16’ 
wide and 7’ high. 

Remote control push-button oper- 
ation, made in five types and 11 
models, is explained. 

Contact: Howell Manufacturing 
Co., Cottman and Hasbrook Ave., 
Philadelphia 11, Pa. 
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GEORGIA CEMENT MILL BOUGHT BY MARQUETTE 


This close-up aerial picture shows the cement mill of the Southern States 
Portland Cement Co. at Rockmart, Ga. It recently was acquired by the 
Marquette Cement Manufacturing Co., of Chicago, IIl., to extend its cement 
distribution throughout the state of Georgia. Under Marquette, annual out- 
put of this plant will be increased from about 800,000 to 1,000,000 barrels. 
W. B. Elcock continues as president and J. O. Lane is the new sales manager 
of the Southern States company. Their headquarters are in the 800 Peachtree 


Building in Atlanta, Ga. 


Salesmen Named by 
Tenn. Ironwork Maker 


To meet the increased demand for 
ornamental iron, the Tennessee Fab- 
ricating Co., Memphis, has employed 
additional salesmen to complete its 
national sales organization with rep- 
resentation now in 48 states. 

Salesmen who have recently joined 
the TFC organization include W. 
Erdman Love, 622 Moravian Lane, 
Charlotte, N. C.; Horace M. Vines 
Jr., Birmingham, Ala., and H. C. 
(Tex) Williams, 2306° Swift Ave., 
North Kansas City, Mo. 

The company recently completed 
a 11,000-square-foot addition to its 
Memphis plant and new loading 
docks along its railroad siding. New 
production facilities also were in- 
stalled. 

According to President Abe Sauer, 
its new facilities permit immediate 
shipment of TFC domestic require- 
ments. 


New Certain-teed 
Office in Jackson, Miss. 


To serve dealers and industrial 
customers in Mississippi, Louisiana, 
west Tennessee, east Arkansas, and 
two Oklahoma counties, the Certain- 
teed Products Corp. has opened a 
new district sales office in Jackson, 
Miss. The manager is G. W. Brown. 

Malcolm Meyer, Certain-teed sales 
vice-president, announced from Ard- 


more, Pa., headquarters that the 
Jackson sales district includes areas 
formerly served by our Dallas and 
St. Louis district offices. 

“We will be able to provide a more 
closely-integrated sales-service op 
eration in those areas with our new 
central office in Jackson,” he ex 
plained. 


New Group to Offer 
Color-Tinting System 


Spectro-Matic Associates will pro- 
juce and distribute the Spectro- 
Matic color tinting system to stores 
in all areas who sell paint, according 
to John R. Baudhuin, vice-president 
)f the Rockford Paint Manufacturing 
Co., Rockford, II. 

Present membership in Spectro- 
Matic Associates consists of 14 paint 
manufacturers strategically located 
to cover all the major markets in the 
U. S. and Canada. 

The Spectro-Matic color tinting 
ystem is claimed to be the simplest 
and most workable im use today, be- 
cause it consists of only three tube 
izes %-ounce, l-ounce, and 4- 
ounces. These tubes, in turn, are 
made in 12 different colors which, 
when added to a white paint, will 
develop over 300 attractive shades. 


Expands Shower Facilities 


The Shower Door Co. of America, 
“world’s largest exclusive manufac- 
turer of shower enclosures,” soon 
will have a new plant in the north- 
ide industrial section of Atlanta, 
Ga 

Located at 1301 Chattahoochee 
Ave. N. W., the sprawling one-story 
building will feature improved load- 
ing docks and a railroad siding to 
expedite shipping of the Permalume 
line of shower doors, tub enclosures, 
ind daylight shower stalls. 

A new research laboratory will be 
tarted by graduate engineers. 


“manufacturers NEWS 


WACO, TEX.: On January 8, the 
local plant of the Universal Atlas 
Cement Co. completed its third con- 
secutive year without having a lost 
time accident. According to Manager 
C. A. Wallerstedt, this Atlas plant 
had operated more than 1,000,000 
man-hours without an injury. 


PITTSBURGH, PA.: W. Walton 
Woodroof has been made manage! 
of cooling sales of the Sunbeam Ail 
Conditioner division of the American 
Radiator and Standard Sanitary 
Corp. He has been active in air-con 
ditioning sales for the last two year: 


ATLANTA, GA.: Frank B. Davis 
now represents Trade-Wind Motor- 
fans in Georgia, Alabama, Florida 
eastern Tennessee, and the Carolina 


NEW YORK, N. Y.: Charles B 
Baker, executive vice-president, suc- 
ceeded Blaine S. Smith December 31 
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is president of the Universal Atlas 
Cement Co., a subsidiary of the U. S. 
Steel Corp. Smith retired after 37 
years of service with the company, 
but will continue as a consultant. 


WILLAMINA, ORE.: Milton Wurl 
vas recently appointed quality-con- 
trol engineer for the hardwood-faced 
pane! department of Associated Ply- 
wood Mills, Inc. He has had eight 
years of experience in this specialty 
field. 

PITTSBURGH, PA.: On January 1 
William H. Baker Jr. became vice- 
president of the Sunbeam air-condi- 
tioner division of the American Radi- 
ator and Standard Sanitary Corp. He 
joined American-Standard in 1936 
ind recently served as Eastern dis- 
trict manager of Armco Tools. 


CHICAGO, ILL.: Edward L. Logr- 
brinck has been made executive rep- 
resentative in charge of national 
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sales for the Wonder Building Corp. 
of America. He will coordinate all 
sales activity of these quickly-erected 
buildings with Vice-President Peter 
S. Pedersen Jr. 


SHREVEPORT, LA.: J. D. John- 
ston is the new general manager of 
the Southwestern division of Bird 
and Son, Inc. He was transferred 
here from Westport, Conn., to re- 
place L. L. Williams, who retired 
December 31. 


CHICAGO, ILL.: The Zonolite Co. 
recently acquired processing plants 
for its vermiculite lightweight aggre- 
gates in Ellwood City, Pa., and North 
Billerica, Mass. 


PITTSBURGH, PA.:: F. P. Maxwell 
has joined the Rockwell Manufactur- 
ing Co. as vice-president of its power 
tool division. To accept this position, 
he resigned as president of Acro 
Manufacturing Co., which he con- 
tinues to serve as a director. 


DANA POINT, CALIF.: The 
Rocket Concrete Drill Co. is the new 
name of the former Jet Drill Co., 
maker of concrete and masonry 
drills. The name was changed only 
to avoid trade-marking difficulties; 
none of the company’s policies are 
changed. 


CAIRO, ILL.: Clifford E. Hall, for- 
mer promotion manager of _ the 
American Gas Assn., is now sales 
manager for the incineration division 
of Bowser, Inc. He will direct an 
expanding sales and promotion pro- 
gram for the Incinor line of auto- 
matic gas-fired incinerators. 


BUFFALO, N. Y.: The National 
Gypsum Co. has completed the re- 
organization of its sales force with 
the formation of a fourth sales di- 
vision, covering Minneapolis, Chica- 
go, Detroit, Cleveland, Pittsburgh, 
and Buffalo sales districts. David G. 
Stenberg heads this new Central di- 
vision. 


WINCHESTER, KY.: The W. M. 
Ritter Lumber Co. has completely 
resumed manufacture of hardwood 
flooring. The plant was shut down 
completely from March to September 
last year and has resumed operations 
gradually since that time. 


ELKINS, W. VA.: The Preston 
Hardwood Lumber Co. recently com- 
pleted a large dry-kiln and soon will 
have a new dimension mill. Manager 
Harold C. Herring announced that 
the firm plans also to build a new 
sawmill 

EUROPA, MISS.: A fire swept 
through the Phillips Co. pine sheds 
recently. Damage was estimated at 
over $150,000. 

McMINNVILLE, TENN.: Herman 
Spivey. lumber manufacturer and 
former city alderman, has been elect- 
ed mayor of McMinnville. 

CHARLOTTE, N. C.: The Wade 
Manufacturing Co. has been granted 
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a charter of incorporation to make 
millwork, flooring, furniture, and 
other wood products. 


HAMPTON, S. C.: E. H. Seim has 
been appointed plant manager of the 
Plywoods-Plastic Corp., subsidiary 
of the Westinghouse Electric Corp. 
He was promoted from superintend- 
ent of the wiring and device di- 
vision, and previously held the post 
of plastics division superintendent. 


CHARLESTON, S. C.: P. O. Mead 
is president of the newly-incorporat- 
ed Mead Lumber firm. With capital 
stock listed at $300,000, this firm 
buys, sells, and manufactures lum- 
ber and other building materials. 


Davis Represents New 
Attic Stair Producer 


The Marwin Co. of Cayce, S. C., 
has appointed Marion T. Davis and 
Co., of Atlanta, Ga., as exclusive 
representatives for their new Atlas 
Space-Saver disappearing attic stairs. 

Neat in appearance, the Atlas 
stairs extend only 6 inches above the 
attic floor. Their balance spring ac- 
tion and snug ceiling fit are said to 
make them easy and simple to op- 
erate. They come in two sizes—54 
and 60 inches. Both have round 
metal hand rail in the section ad- 
joining the attic opening. 

O. O. Braziel, experienced mill- 
work craftsman, is secretary of the 
Marwin Co. and manager of its Cayce 
plant. 

Marion T. Davis, proprietor of the 
firm bearing his name, emphasized 
that they would continue a strict 
policy of selling only through job- 
bers. He announced that three Davis 
salesmen will call on jobbers with 
this attic stair and other lines. These 
men are James G. Williams Jr., from 
Atlanta; Glenn L. Day, from Miami, 
Fla, and George G. Muse, from 
Charlotte, N. C. 


Now Lockport Mills, Inc. 


Because the variety of products 
now made by the firm makes its 
old name misleading and somewhat 
obsolete, the name of the Lockport 
Cotton Batting Co. at Lockport, N. Y., 
has been changed to simply: Lock- 
port Mills, Inc. 

President Tom Cole emphasized 
the fact that only the firm’s name 
has been changed. The management, 
ownership, and policies remain the 
same. 

Besides cotton and wool batts, the 
Lockport line now includes building 
and acoustical insulation; flame-proof 
cotton; decorative and twinkling cot- 
ton; laboratory cottons; comforts and 
quilts; infant pads; comfort acces- 
sories, and mattress pads. 


Superior Adds Door 


Superior Industries, Inc., Youngs- 
town, Ohio, manufacturers of alumi- 
num extrusions, recently purchased 
the manufacturing facilities of the 
All Seasons Door Co., also in Youngs- 
town. 

The combination storm and screen 
door, made of aluminum extrusions, 
completes Superior’s facilities. The 
door will be marketed -by a sub- 
sidiary known as Antrim Sales, Inc. 


Sisalkraft Merges 


The Sisalkraft Co. has merged 
with its manufacturing division, the 
American Reenforced Paper Co., 
effective January 4. 

Combined operations have taken 
the name American Sisalkraft Corp., 
with headquarters at the Attleboro, 
Mass., plant. 

President W. N. Stevenson said 
the change will mean improved serv- 
ice for customers of the firm’s water- 
proof papers, insulation, and box 
tape products. 


17th Acme Brick Plant 


The Acme Brick Company, of Fort 
Worth, Tex., has leased the plant of 
the Buffalo Brick and Tile Company 
at Buffalo, Kan., about 90 miles east 
of Wichita. The plant will be mod- 
ernized and expanded immediately 
to turn out a complete line of 
quality face brick, common brick, 
structural tile, and other clay prod- 
ucts, according to President J. E. 
Fender. 

In addition to the new Kansas op- 
eration, Acme has sixteen manufac- 
turing plants and twenty-four sales 
and service offices. It is recognized 
as one of America’s leading manu- 
facturers of brick and clay products 
which are sold and used throughout 
the world. 
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Open and Close with 
finger-tip ease by 
turning the con- 
venient crank. 


E-Z-VENT has won a warm spot in the hearts of 
homeowners and dealers alike — and all in a few 
short months. Because E-Z-VENT possesses the 
features the homeowner wants — for beauty, con- 
venience, protection and operating ease — it is a 
fast selling profit-maker i the dealer. So — 
everybody is happy. The TWINS, TRIPLES and 
QUADRUPLES have one continuous piece Head 
Casing, Drip Cap, and MAIN SILL — Streamlined 
Mullions. 

THEY FIT EVERY STANDARD WALL 
E-Z-VENTS are so designed that they are readily 
adaptable to FRAME — BRICK VENEER or MA- 
SONRY WALLS. Built strong — of Ponderosa 
Pine — Toxic Treated for Long Life. 


Wust be Earned! 


THE NEW ° 


alto Wo 





E-Z VENT 


has all the BEST 
FEATURES 


Streamlined — Smart — 


Attractive 
> 
Aluminum Hardware, 
Concealed (Operating 
Arm Steel) 
e 
Easy, Fool Proof 
Operation 
* 
Locks Securely 
Weather-Tight 


WINDOW 


THRIF-T 


ow ao a 


WOOD AWNING WINDOW UNIT 
With £1l-Aluminum Inside Screen 


All-weather Ventilation 


* 
Completely 
Weatherstripped 
a 
Easy, Quick, Money- 
Saving Installation 
* 

Glazed Plain Glass 
Bedded in Putty 
* 

Made for Thermopane 
or Twindow 


CONSTRUCTION FEATURES 
SASH are 134” thick, glazed plain glass bedded in putty 
or open for Twindow or Thermopane. FRAME — Extra wide 
casings for ample nailing. HARDWARE — Aluminum, no 
cross operating shaft. No exposed hardware on outside 
when sash are closed. SCREEN — Aluminum. 


Write for Name of Nearest Jobber * Complete Information on Request 


ROACH & MUSSER COMPANY 


MUSCATINE, 
of Thrif-T Woodwork for the 


Manufacturers 


IOWA 


Home 
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Short Course Features 
New Exterior Walls 


A simplified panel system for ex- 
terior walls of houses was presented 
at the University of Illinois Small 
Homes Council’s ninth annual short 
course in residential construction, 
January 20-21. The two-day session 
for builders and contractors was held 
on the university campus in Urbana. 

The panels, developed as part of a 
construction study sponsored by the 
Lumber Dealers Research Council, 
are readily adapted to a wide variety 
of house designs. They can be pre- 
assembled in the yards of builders 
or material dealers, and can then 
be trucked to the site along with 
pre-assembled roof trusses. 

Four feet in width and of wall 
height, the panels are so designed 
that windows can be mounted in the 
panels prior to shipping them to the 
site. 

Another highlight of the two-day 
program was a comprehensive dis- 
cussion of the post-and-beam method 
of house framing. 

Construction and design of win- 
dows, radiant heating research, and 
air-conditioning topics were included 
on the program. 


In New Positions with 
W.R. C. Smith Publications 


ROOKE SMITH 


After 16 years of service as president 
of the W. R. C. Smith Publishing Co., 
William J. Rooke has been elected 
chairman of the board. He has been 
with this firm for over 40 years, and 
has served as president of Associated 
Business Publications, Inc. Rooke 
now is vice-chairman of National 
Business Publications, Inc., and vice- 
president of the Atlanta Chamber of 
Commerce. 

The new president of W. R. C. 
Smith is Richard P. Smith, former 
executive vice-president and son of 
the founder. He is a director of the 
Business Publications Audit, Inc., 
and of the Atlanta Child’s Home. He 
is past-president of the Atlanta 
Rotary Club. He served as a lieut.- 
colonel in the U. S. Army field artil- 
lery during World War II. 
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JULIUS PAYNE is new head of sales 
and warehousing for Bruning Paints 
in the Gulf Central area. His head- 
quarters are in New Orleans, where 
he was graduated from high school 
and Louisiana State University. He 
retains an interest and managerial 
position in the Payne Supply Co., a 
wholesale hardware and building 
materials organization in Norco, La. 


Join Central Woodwork 


Two men experienced in the pro- 
duction and sale of millwork and 
lumber products have joined Central 
Woodwork, Inc., of Georgia. They 
are Rogers A. Hardegree and James 
Lindsey, both well known among the 
lumber dealers in the Atlanta area. 

With President Paul Patton and 
Sales Manager R. T. (Bob) Edwards, 
they will serve retailers throughout 
Georgia and adjoining territory. 
Central Woodwork, Inc., are Atlanta 
fabricating jobbers of window units 
and wholesalers of doors and frames, 
sash balances, tension screens, and 
Western lumber and moldings. 


Entron in Maryland 


Designers and manufacturers of 
community and master television 
systems equipment, the Entron Co. 
has moved into a new plant at 4902 
Lawrence Street in Bladensburg, 
Md., after outgrowing its former lo- 
cation on Que Street in Washington, 
DC. 

The Entron Co. manufactures and 
installs community antenna systems 
to bring television into fringe area 
communities where reception is poor 
or impossible. Approximately 300 
community antenna systems bring 
television to communities in the 
United States on from one to three 
channels. 


111 Years with Curtis 


After a total of 111 years of com- 
bined employment with the Curtis 
Companies, Inc., Frank and John 
Baker — son and father — have re- 
tired in good health to enjoy their 
long-earned Curtis pensions. 

Their employment record was 
celebrated at a recent Chicago ban- 
quet given in their honor by Presi- 
dent George M. Curtis, of Clinton, 
Iowa. Frank Baker retired at age 65 
after 41 years’ service with Curtis, 
more recently as a sales representa- 
tive in Indiana. 

Father John Baker, now 89, re- 
tired in 1949 after 70 years’ service 
with Curtis. He joined the firm in 
1879 and, at retirement, was a fore- 
man in the Clinton millwork plant. 


Rudiger-Lang Expects to 
Sell More Screens in ‘54 


Ways the Rudiger-Lang Co. plans 
to make more sales of tension screens 
in 1954 were described to the Eastern 
sales staff at its annual meeting in 
Toccoa, Ga., recently by General 
Manager John F. Disimone. 

Record sales were made in 1953, 
Disimone reported. Adding to the 
new record, he said, was the popular 
acceptance of the new TC type Ten- 
siontite screen for metal casement 
windows. 

In attendance at the meeting, 
which was climaxed by the annual 
Christmas party, were Sales Repre- 
sentatives John Crawford, Paul C. 
Rose Jr., Leon B. Tudor, A. H. David, 
Norman Lahare, and Office Manager 
A. R. Guimond. 

The meeting was held in Rudiger- 
Lang’s Eastern factory at Toccoa. 


Slum Clearance Funds 
Okeyed for Birmingham 


The Housing and Home Finance 
Agency has approved allocations of 
$4,058,000 in temporary loan funds 
and $858,780 in capital grant funds 
for a slum clearance and urban re- 
development project in Birmingham, 
Ala. 

The area to be cleared is a blight- 
ed residential area of 60 acres ad- 
jacent to the University of Alabama 
Medical School and the Veterans 
Hospital. Populated by both Negro 
and white families, the area con- 
tains 39.8 persons per square acre as 
compared with 7.8 persons for the 
city of Birmingham as a whole. 

The project area will be cleared 
over a five-year period to assure re- 
location of all families within the 
rate at which accommodations will 
become available. 

The proposed redevelopment plans 
also provide for more than doubling 
the existing medical center, includ- 
ing hospital facilities and clinics. 
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HeLP! 


| If disaster strikes, 
everybody will want help at once 


Imagine they just dropped an atom bomb. 

(And maybe they will tomorrow. Who knows?) 

You pick yourself up. You’re unhurt. 

Must have gone off some distance away. 

Lucky that flying glass didn’t get you. 

Several fires out there in the plant. 

Lots of casualties, too. Better get going. 

Reach for the phone. It’s dead. Well, you 
might have known. 

Ambulances, fire engines, doctors, that’s 
what you need. 

And quick. 

You’ve never needed help like you need it now. 

But the same goes for everyone else in town. 

Thank God Jones made all those people go to 
the first-aid classes. 

Looks like they’ll be the only help you'll get 
for hours. 

Thank God they’ve got plenty of dressings, 
splints and stuff. 

Remember when you got sore at Jones? 

(“All this stupid first-aid malarkey,’”’ you 
called it.) 


Know better now, don’t you? 

Place looks like a tornado hit it. 

Maybe that’s what it was? 

Whatever it was, better get busy. 

There’s plenty to do. Thank God you 
were ready. 

Whatever the emergency is—you can be 


ready for it. That’s just good business, 
Take these precautions TODAY. 


(_] Enlist the help of your local Civil Defense 
Director. 


[] Check contents and locations of first-aid kits, 


(] Send staff to Red Cross courses. 
They may save your life. 


[_] Promote preparedness in your community. Your 
local CD Director can show you how. 


Check off these four simple points NOW-— it’s a matter 


of life or death. 
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PeR-F1T, SLIDER 


gives you all these features! 


Mr. Dealer: PRICE? Your builders 
will be astounded at the low cost of 
this window when you quote them. 

Acclaimed by everyone as the window 


they have been waiting for. Its new 


FIN ON *300 
FRAME (FROM 


INSIDE OF 
WINDOW) 





Continvove perimeter fins permit the 
t, most inexperienced help to in 
srall PER FIT sliders accurately! 


SASH TRACKS AND 
WEEP HOLES PROTECTED 
AGAINST DIRT 


advanced design results in amazing 
quality at surprising low cost. Study 
each of these important features. You 
too will say “This is the window I’ve 


been waiting for”. 


Terie 





STORM ANO 
SCREEN SASH 
RECESS 
WNTEGRALLY 

ExTRuoED | 
Li 
Storm sash and screen hardware are foc 
tery located the actvol recess = Golpeee 
inte the frame — ne difficult job thon 





SECTION THROUGH 
JAMB é 


este tan 

\ suse oct 
<onrmvoes tim 
as Wiarere brew 

a) reremarne 
same wearmee sine 
ne comm nant 
4 wuarmen sree 


Ne dust, wind, cir or water leokage— 
weether stripped better then double 
hung. Eliminates owner complaints. 





Screw -lock smooth, mitred frame corners factory 
sealed. Rack-free rigidity. Close fitted joints—wind, 
water and dust tight forever. Factory located hard- 
ware assures perfect fit of storm sash and screens. 
@ All frames have continuous perimeter installation 
fins. @ Semi-pneumatic Ventiseal weather stripping 
inside jambs. The most advanced weathering sys- 
tem, plus a sash cushion, @ Continuous zine weath- 
ering strip in frame head; smooth operation and 
full length weather seal. @ Rubbing block on zinc 
weather strip in head assures perfect closure and 
seal of meeting rails. @ Scientifically designed weep 
holes in sill frame for immediate drainage under all 
conditions. @ Weep holes in sill frame protected 
from weather by continuous beaded flange which 
is an integral part of the removable cover plate. 
@ All weathering is built into the window frame 
where it belongs; out of harm’s way and thoroughly 
protected by the frame. @ Screw-lock mitred sash 
corners permit easy job re-glazing. Lifetime Venti- 
seal glazing. @ Sash siderails have two-point con- 
tact with semi-pneumatic jamb weather strip for 
double weather protection. @ Nylon pressure but- 
tons in sash head rail, actuated by stainless steel 
springs, eliminate wind rattles in any sash position; 
constantly push sash firmly against the zinc weather 
strip. Nylon-aluminum, aluminum-zinc contact pro- 
vides natural lubrication for permanent, easy, fin- 
gertip operation. @ Full-length self-sealing action 
rovided between sash and sill cover-plate. @ 
erged and machined cam action lock forces sash 
against the semi-pneumatic weather seal in side 
jambs; seals meeting-rails air-tight, dust-tight; 
maximum weather seal. @ Top to bottom finger rail 
for quick, easy opening; prevents pinched fingers; 
adds beauty—and rigidity —at a critical point @ No 
sharp, easily damaged weather strip exposed when 
sash is out; mo home-owner injury hazard, 
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OTHER FAMOUS ALUMINUM 
WINDOWS IN THE 
PER-FIT LINE FOR 1954 


PER-FIT—The aluminum win- 
dow with custom features — 
at mass-production prices. 
Every feature of this solid, 
rigid window spells quality 

. with spiral-spring ten- 
sion balancers on both upper 
and lower sash— welded sill 
corners and internally brazed 
sash corners — permanent 
weather seal. Compare its 


quality—then compare price! 


BEST-VENT—Here is the win- 
dow acclaimed by all three: 
the architect, the builder, and 
the user! Famous BEST-VENT 
has counter-balanced sash — 
both top and bottom open 
simultaneously, at the touch 
of a finger. The most modern 
aluminum window in Amer- 
ica—at surprisingly low cost! 


Easier to sell, easier to install. 


GLASS BLOCK VENTILATOR 
—Another new PER-FIT de- 
sign—with rugged, precision 
construction plus the hand- 
some lines your customers 
like. Heavy extruded alumi- 
num. Available in all stand- 
ard sizes and opening types, 
for any width glass block. 
You'll want to see this new 
window—every feature is en- 


gineered for customer appeal. 


For precision construction combined with prices that sell 
... you can’t beat “the Per-Fit line.” Write for complete 
information on these four great aluminum windows... 
and ask for your copy of the new Per-Fir dealer’s mer- 


chandising program. 





PER-FIT PRODUCTS CORPORATION 
1206 East 52nd Street * Indianapolis, Indiana 





JUST GOOD HORSE-SENSE? 
(Continued from page 23) 


features on the joys, economies, and other satis- 
factions that come from a home-owner fixing 
something around the house, or adding a closet or 
room, or building a what-not for the wife or child. 

If you haven’t re-examined the magazines 
which your family and your employees are read- 
ing, you’d better do so .. . and maybe subscribe 
to some that are providing the bonanza of help- 
ful articles on “How to Do It” and “Do It Your- 
self” jobs and projects around the home. 

The stimulating series of articles appearing in 
American magazine was described here in Decem- 
ber. Now comes a super-set-up, starting in the 
May issues of American Home and the Saturday 
Evening Post, sponsored and promoted by John 
C. Robb’s new “Do-It-Yourself Guild.” He is sell- 
ing space in a special section to appear in the 
two consumer magazines to manufacturers of tools 
and materials. The ads will be presented in 
editorial style—some in color. 

A basic part of the guild’s program will be the 
“Do-It-Yourself Guild Seal of Approval,” with the 
testing done by selected members of this body of 
amateur or part-time craftsmen. The program in- 
cludes display and promotional material for deal- 
ers, and advisory service for members and readers 
of the unique guild advertising sections. 

ANOTHER MAGAZINE that carries a major 
feature a month concerning home improvements, 
building, or buying is Changing Times, the Kip- 
linger magazine. It is published monthly from 
Washington by the producers of Kiplinger’s Wash- 
ington Letter 

An article in the January Changing Times is 
entitled “Outgrowing Your House? How to decide 
whether to expand it; how to handle the planning; 
how to raise the money.” The editors give lumber 
dealers a boost in listing the six ways to finance 
home improvements, together with the terms, ad- 
vantages, and disadvantages. The ways: Small 
Jobs, out of pocket or dealer credit; Medium Jobs, 
FHA-insured or bank loan; Big Jobs, refinancing 
of mortgage or open-end mortgage. 

The editor’s comment in “The Months Ahead- 
a guide for personal living” is heartening to the 
building industry, in these words: 

“Look at All the Babies. Four million of them 
arrived in 1953, and the best guessers predict that 
many again this year. The trend toward bigger 
families continues; there are more three- and 
four-child households all the time. And this baby 
boom causes things to happen. 

“Got to Add a Room. When families grow, 
houses must be expanded to accommodate them. 

“Or Buy a Bigger House. That’s what many 
families will have to do—just can not squeeze 
another bedr« out of the old place (vertically 
or horizontally). And this push for more living 
space will put zest into housebuilding during the 
coming busin slowdown.” 
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association activities 


"1954 Business Outlook Is Bright,” Kentuckians Told 


NO MATTER what the business out- 
look may have been back in their 
respective home towns, dealers at- 
tending the 49th annual convention 
of the Kentucky Retail Lumber 
Dealers Assn. carried home many 
reasons for business optimism in 
1954, as voiced by speakers. Over 
1,000 persons attended the conven- 
tion and viewed the 74 exhibits, 
January 11-13, at the Brown Hotel 
in Louisville. 

Arthur Goldman, director of mar- 
keting and research for House and 
Home magazine in New York, spoke 
on “Marketing—Modernization and 
Money.” He asserted that the market 
is there-—the dealer’s job is largely 
to show the public how they can pay 
for merchandise, pointing out that 
three-fourths of American families 
have yearly incomes of $5,000 or less. 

Goldman described the work that 
has been done in behalf of ‘“open- 
end” mortgages, which permit adding 
to the mortgage the cost of improve- 
ments and additions to a home, 
usually that do not exceed the 
amount of the mortgage paid up. He 
suggested that retail lumber dealers 
get bankers in their locality to ac- 
cept this plan. In one town, bankers 
even supply a list of home-owners 
whose mortgages are paid down to a 
point that improvements can _ be 
made under this plan. 

“We will have a depression—or re- 
cession—only if we let ourselves 
think in those terms,” asserted Frank 
W. Lovejoy. Sales executive for the 
Socony-Vacuum Oil Co., he declared 
that “depression is only a state of 
mind. A fear complex results in not 
buying now.” He said merchants will 
find the solution to this problem in 
the fact that markets are minds not 
people. ... 

“Merchandising is common-sense 
applied to business.” Lovejoy gave 
both humorous and serious examples 
of how catering to the public pays 
off. 

H. R. Northup, executive vice- 
president of the National Retail 
Lumber Dealers Assn., reported on 
its many national activities. He told 
how dealers could expect better ad 
mats from manufacturers, thanks to 
association suggestions. 

Phe industry could easily build 
1% million homes a year in the 
opinion of Edward G. Gavin, editor 
of American Builder. 

He described the builder and the 
lumber merchant’s problem as one 
of educating the public to “obsoles- 
cent buying’”—wanting an up-to-date 
dwelling as much as a new model 
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New Kentucky association leaders gathered for this photograph shortly after 
their election at a board of directors’ breakfast during the convention. Seated 
are new Treasurer Gilbert Sullivan, Lexington; President H. L. Shannon, 
Henderson, and Vice-President W. C. Hale, Hickman. Behind are four new 
directors—Earl Merrick, Louisville; H. E. Arterburn, Horse Cave; John I. 
Petters, Springfield, and Louis E. Moore Sr., Newport. The hold-over direc- 
tors include W. W. Henderson, Ken A. Lawson, and R. E. McConnell, retiring 
president. 


car and stylish clothes. The many 
shiny cars parked in front of shabby 
houses provides great evidence of 
this fact. Gavin asserted that once 
this trend is reversed in favor of 
homebuilders, the future will offer 
greater markets than ever. 

Ashar Tullis, director of the Louis- 
ville Red Shield Boys Club, told 
the part the lumber industry has 
played in improving the community. 

Joseph Leopold pointed out the 
seriousness of inequality in tax laws 
and how some pay others’ shares. 

Dr. Frank Goodwin, professor of 
marketing at the University of Flori- 
da, humorously reminded the dealers 
of the importance of little things in 
merchandising. 

Each afternoon session was opened 
with a news broadcast by Pete 
French of radio station WHAS, a 
custom that proved popular enough 
for a repeat performance, according 
to dealers present. 

The news and its relation to the 
industry was also emphasized by 
Louis Bosse, Associated Industries of 
Kentucky director. He reported on 
possible legislation that could be 
passed during the convention by the 
Kentucky legislature in Frankfort 

A buffet supper and dance Monday 
night and a banquet Tuesday night 
highlighted the entertainment. 


Nuttle and Spencer 
to Address Virginians 


Featured speakers at the Virginia 
Building Material Association’s con- 
vention at Old Point Comfort, Feb- 
ruary I7-19, will be outstanding 
dealers from Maryland and North 
Carolina. W. T. Spencer, of Gastonia, 
N. C., will discuss “Meeting Today’s 
Challenges.” Elias Nuttle, of Denton, 
Md., will analyze “We and Our Com- 
munity.” 

Everett B. Wilson, NRLDA public 
relations director, will moderate two 
management conferences’. Friday. 
Participants will include Virginia 
dealers Tom Ruffin, J. E. Lassister, 
E. R. English, Maurice Large, Albie 
Barksdale, and Roy C. Brown; United 
States Gypsum’s Z. A. Godwin, and 
Magazine Editor Donald L. Moore. 

VBMA’s first operating cost survey 
will be presented by the University 
of Virginia’s economic research pro- 
fessors 

J. B. Woodward Jr. will explain 
the role of the Federal Reserve Bank 
of Richmond, of which he is board 
chairman. NAM’s Dr. Allen Stock- 
dale will speak at the Friday ban- 
quet, with dancing until morning. 

A Hoo-Hoo concatenation will be 
held Thursday evening. 
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Floor Sales Soar 


(Continued from page 26) (er: EXTR, \ ce 
son College and had served in the Ws @) 2d a ~ fi I 
U. S. Air Force during World War | ro its Le 


II, Father Murray took Don Mur- 
ray on as partner. 

They leased the yard on Church 
Street from Owner W. S. Robinson —_ 
until they could plan and erect the 
1952 model on _heavily-traveled ¥ 0] 

Gadsden Street. AN DR TINE 

“Now, more than ever,” asserts 


E. F. Murray, “we can supply the 
building material and equipment th | 
needs of both the homebuilder and @ 0 }2 U a r PAINT THINNER! 
the home-owner. We also cater to 
the farmer. All appreciate the wide IT’S PROVEN 
choice of materials we display and IT’S ECONOMICAL 
stock. 

“Especially profitable and popu- 
lar is our enlarged paint depart- thinner is needed. 
srt A an edn — That is because TANDROTINE is such 


burgh, Glidden, and Valspar paints 

pin edna en Cas fetrices. soca now TANDROTINE Today! an excellent thinner and cleaner of brushes, 

g ‘ shes. ‘ ‘ ce : 
as well as a remover of grease. It also dis 


persed pe 2 bina: pw walle i baw: Get ready for solves wax and does a hundred other house 
‘ I ; ae EXTRA Sales, hold tasks. TANDROTINE has a high flash 


as any painter’s aid or accessory, ; : 
from us. This has yielded a lot of MORE Profits. point, a pleasing odor, long leveling, and 
even flow. It is slow drying. 


new business from the Do-It-Your- 

self trade, and it becomes more im- our $1 , ' 
* ' al TURPENTINE & ROSIN FACTORS, INC Get your supply now! 

portant to our operation when new SS GRWRTE Sentara 

construction is off.” 





Start )TINE is preferred by both 
' : painters and home-owners for use wher- 
IT'S a Quality THINNER ever a high grade paint, enamel, or varnish 














Private Network Hooks 
Reynolds Units Together 


The Reynolds Metals Co. has offi- if ! eis’ \. Saat 


cially inaugurated service on the ' Py 
largest industrial private-wire tele- i § | no i. iz = 
graph network in the South—and ; | = . THESE e 


one of the largest in the nation. The ae ¢ Py . 
first message was sent from the sys- ; ; — 
tem’s “nerve center” located at sales te 4 i @ ; p 


headquarters in Louisville. 

The wire network, installed by 
Western Union for Reynolds Metals, 
links telegraphically all the alumi- 
num firm’s plants and major sales 
offices. There are 48 stations on the 
telegraph system 

All messages are channeled 
through the communications center 
in Louisville, where key information 
is automatically retained for record 
purposes. The new network has 
about 12,000 miles of circuits in 23 e Woven of select, smooth-sanded 
states, linking Reynolds facilities Northern Basswood slats. 
from coast to coast. e Sturdy nylon glides travel quietly 

in overhead hardwood track. 

e Transparent hangers have stainles 
steel fasteners to prevent corrosior 


SMU, LAT Announce New e Modern handle-latch set is exclusiv 
Top Management Course Walter Dorwin Teague design. 


Ra-Tox Folding Doors are surprisin 
low in cost. Write for Folder 706-A 





The most enthusiastic “student” at 
the third Top Management School 
at Southern Methodist University THE HOUGH SHADE CORPORATION 
was 80-year-old Ben Tepe. Twenty- 1025 Jackson © Janesville, Wisconsin 
one lumber-yard owners and man- 
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agers attended the school, sponsored 
by the Lumbermen’s Assn. of Texas. 

A veteran of 56 years in the lum- 
ber business, Tepe said of the school: 
“It’s the best thing I ever attended. 
Never a day goes past that I don’t 
learn something and here I am really 
loading up.” 

A fourth course for top manage- 
ment is scheduled for February 22- 
26. Enrollment can be made through 
the Lumbermen’s Assn. of Texas, 
Second National Bank Building, 
Houston 2, Tex. 


Fla. Districts Meet 


Frank Edwards, president of the 
Florida Lumber and Millwork Assn., 
spent much of January attending dis- 
trict meetings throughout the state. 

His schedule—and that of Secre- 
tary Marie Bennett—included dis- 
trict meetings in Ocala, Tallahassee, 
Pensacola, Miami, West Palm Beach, 
and Ft. Pierce. 


Head Memphis Lumbermen 
Luther Y. Kerr Jr., president of 


Thompson-Kerr, Inc., is new presi- 
dent of the Lumbermen’s Club of 


Memphis, Tenn. Kerr also is a mem- 
ber of the Supreme Nine of Hoo-Hoo 
International. As bojum he is in 
charge of Jurisdiction IV, which in- 
cludes clubs in Louisiana, Missis- 
sippi, Alabama, and Tennessee. 

Other officers named at a Decem- 
ber meeting include Leroy Turner, 
first vice-president; Thomas J. Dyer, 
second vice-president; George C. 
Romeiser, secretary-treasurer, and 
H. J. M. Jorgensen III, A. M. Bowen 
Jr., and Walter M. Fields Jr., di- 
rectors. 


50 Years for ACI 


The American Concrete Institute 
will celebrate its golden anniversary 
at its 50th annual convention in 
Denver, Colo., February 22-25, 1954. 
The ACI convention will feature ses- 
sions devoted to the latest develop- 
ments in structural design, pre-cast 
and pre-stressed concrete, and re- 
search on materials and properties 
of concrete. 

Two new “standards” will be pre- 
sented for adoption by ACI members 

one on design and construction of 
concrete chimneys, and the other on 
recommended practice for selecting 
proportions for concrete (mix de- 
sign) 


Fort Worth to Become 
““Lumbertown” in April 


“Merchandising” will be the theme 
for the 68th annual convention of 
the Lumbermen’s Assn. of Texas, 
April 11-13, when thousands of deal- 
ers and suppliers will make a “Lum- 
bertown” out of Fort Worth. 

The beautiful Will Rogers Coli- 
seum will be filled with the exhibits 
of manufacturers and distributors. 
Shuttle buses will pick up and de- 
liver convention delegates between 
the downtown hotels and the coli- 
seum during the three-day conven- 
tion. 

“Panels” of experienced dealers 
and allied experts will consume 
most of the program time in dis- 
cussing these topics voted by LAT 
members to be uppermost in their 
minds: open-end mortgages and 
how to make them work in Texas; 
management problems; yard effi- 
ciency and controls; employee rela- 
tions; salesmanship; and meeting 
competition. 

The only “big-name” speaker will 
be Arthur S. Goldman, finance editor 
for House and Home magazine, vet- 
eran exponent of open-end mort- 
gages for home improvements. 

The Texas Hotel will be the scene 


OKLAHOMA ASSN. LEADERS CHART 1954 DEALER ACTIVITIES 


The largest program of services and activities yet offered 
members by the Oklahoma Lumbermen’s Assn. was 
approved for 1954 by officers and directors of that dealer 
organization at a meeting in Oklahoma City, December 
10-11. The group paused for this photograph. 

Seated, left to right, are Wallace Borum, Pryor; Ru- 
dolph Son, Carnegie; Carroll Stafford, Madill:; W. K. 
Hicks, Frederick; George Futrell, Oklahoma City; Dr. 
William Rogers, University of Oklahoma economics pro- 
fessor; Alfred Leonhardt, Oklahoma City: Harper Baugh- 
man, Ponca City: Vaile Henry, Tulsa; Leweyn Springer, 
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Muskogee, and Treasurer Bert Beals, Oklahoma City. 

Standing, left to right, are Public Relations Counselor 
Stan Pate, Oklahoma City: Hugh Hennen, McAlester: 
Howard Tatum, OLA home-plan designer: V. W. Steele, 
Wayne; Robert A. Parker, Ponca City: Miss Reba Jack- 
son, OLA office secretary; Fayne Dawson, Shawnee; 
Swede Nelson, Holdenville: Vice-President Albert 
Mason, Oklahoma City: Roy Perkins, Pauls Valley; R. E. 
Caston, Oklahoma City: Leon White, Seminole: Fred 
Templeman, Enid; Hiram Collins, Ada, and Secretary- 
Manager W. M. (Bill) Morgan. 
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for the lavish president’s banquet 
and dance Monday, following a 
social hour with the compliments of 
the Texas Lumber Manufacturers 
Assn. Texas Hoo-Hoo clubs will 
stage a stag party and concatenation 
Tuesday afternoon for all qualified 
lumbermen. 

Executive Vice-President Gene 
Ebersole reported that the best ho- 
tels and motels are already filled to 
capacity for this convention. San 
Angelo’s John Armstrong is presi- 
dent of the Lumbermen’s Assn. of 
Texas. 


Alabama Dealers Meet 


A full evening of fun and fellow- 
ship was planned for members of 
the Alabama Building Material Ex- 
change on February 6 at the Red- 
mont Hotel in Birmingham. 

James D. Arrington, the news- 
paper editor and mayor of Collins, 
Miss., was scheduled to make one of 
his humorous after-dinner speeches, 
following the welcome by President 
W. Thornton Estes and introduction 
of new officers by H. P. Woodson. 


itsa DATE 


VIRGINIA Bullding Material Assn. 
—February 17-19. Chamberlain Hotel, 
Old Point Comfort. 


WEST VIRGINIA Lumber and Build- 
ers Supply Dealers Assn. — March 
12-43. Daniel Boone Hotel, Charles- 
ton. Exhibits. 


CAROLINA Lumber and Building 
Supply Assn.—March 16-18, Munici- 
pal Auditorium, Asheville, N. C. Ex- 
hibits. 

LOUISIANA Building Material Deal- 
ers Assn.—March 17-18. Jung Hotel, 
New Orleans. Exhibits. 


TENNESSEE Building Material Assn. 
March 23-25. Peabody Hotel, Mem- 
phis. No exhibits. 


MISSISSIPPI Retail Lumber Dealers 

Assn.—April 5-6. Buena Vista Hotel, 

Biloxi. Exhibits. 

ARKANSAS Lumber Dealers Assn. 
April 7-8. Marion Hotel, Little 

Rock. 


FLORIDA Lumber and Millwork 
Assn.—April 8-10. George Washing- 
ton Hotel, Jacksonville. 

TEXAS Lumbermen’s Assn.—April 


11-13. Will Rogers Coliseum, Fort 
Worth. Exhibits. 


GEORGIA Building Material Mer- 
chants—April 19-21. General Ogle- 
thorpe Hotel, Savannah. 

KANSAS Lumbermen’s Assn.—April 
21-22. Lamer Hotel, Salina. 





Champion Salesman! 


NO PRESSURE NECESSARY WITH THE ABC PROGRAM 


That’s right, we started the ABC program and the next 
day we closed orders just like the top salesmen gen- 
erally do. Even our clerical help now closes business 
when our salesmen are occupied. Yes, our sales prob- 
lem is no longer a problem, thanks to the ABC pro- 
gram. Why not gear your business to these changing 
times? Modernize your selling approach, be the leader, 
close more business with the aid of the ABC program. 
Ask your nearest ABC office for details on how to put 
your business on this NEW EASY SELLING LEVEL with- 
out cost to you. 


Specialists in Property Improvement 
rage age and Modernization Sales Financing 


ABC 
SE, ALLIED 
BUILDING CREDITS 


INC. 


Your hest sales tool—the ABC Time Sales Program. Ask us today. 


BRANCH OFFICES: BALTIMORE, BIRMINGHAM STON, BUFFALO, CHARLOTTE, CHICAGO, CIN 
CINNATI, CLEVELAND, COLUMBUS, CORPUS CHRISTI, DALLAS, DAVENPORT, DENVER, DES MOINES, 
DETROIT, HOUSTON, INDIANAPOLIS, KANSA Y, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, 
NEW ORLEANS, OKLAHOMA CITY, OMAHA, PHILADELPHIA, PHOENIX, PITTSBURGH, PORTLAND, 
ST. LOUIS, SALT LAKE CITY, SAN FRANCISCO, SEATTLE, SOUTH BEND, TAMPA, TOLEDO 


General Office: Box 3426 Terminal Annex, Los Angeles 54 
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ACOUSTICAL TILE 


Non-combustible Stria acoustical tile 
has a_ striated design, offering 
opportunity for deviation from the 
perforated tile. It is composed of 
fine fibers of glass compressed into 
boards containing countless air cells. 

This Owens-Corning product can 
be placed with grooves all going in 
the same direction, or alternated to 
make a checkerboard pattern, as 
shown here. It is made in 12”x12” 
and 12”x24” sizes. 

Its noise reduction coefficient goes 
up to 80 per cent and it reflects over 
75 per cent of the light striking it. 

Write for P37. Use coupon below. 





FIBER-GLASS UNDERLAY 


A newly-developed use for Owens- 
Corning Fiberglas insulation is as an 
underlay for new siding. 

Available in 200’ rolls, 2’ wide and 
%”" thick, Fiberglas blanket is nail- 
ed or stapled in place over old ex- 
terior sidings. It is easily cut to fit 
around windows and doors, before 
the new siding is applied over it. 

Write for P38. Use coupon below. 


WARM.-AIR HEATING 


Four new Sunbeam warm-air heat 
ing products have been designed for 
installation in small to medium-size 
homes, with or without basements. 

Known as the Winterline and 
Winterglo, each model is available in 
either gas- or oil-burning styles. 
Specially-designed burners permit 
easy conversion from one fuel to 
the other without loss in capacity. 

The Sunbeam units come in three 
sizes—76,000; 90,000,. and 100,000 
BTU. 

Write for P39. Use coupon below. 


MOVABLE PARTITIONS 


Reynowall lightweight insulated 
movable office partitions consist of 
aluminum - faced honeycomb - core 


panels and extruded aluminum 
structural members. The two outer 
sheets are bonded with heat and 
pressure to a core of resin-impreg- 
nated paper, formed into a figure- 
eight honeycomb construction. 
These panels are said to be ex- 
tremely strong for their light weight, 
and to afford both acoustical and 
thermal insulation. They are adapt- 
able to all usual floor, wall, and 
ceiling irregularities. Paint can be 
applied for additional decoration. 
Channels for synthetic rubber glaz- 
ing are provided where glass is used. 
Write for P40. Use coupon below. 


TRACTOR SHOVELS 


The Clark line of heavy equipment 
for the construction industry now in- 
cludes six new models of a tractor 
shovel or “front end loader,” to be 
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marketed under the name Michigan 
tractor shovel. 

To be available in the spring, the 
various models include: 12-B — 15- 
cubic-feet capacity, bucket drive, 
rear wheel steering; 75-B — 1-cubic- 
yard capacity, bucket drive, rear 
wheel steering; 75-R 1-cubic-yard 
capacity, rear wheel drive, bucket 
steering; 75-A — 1-cubic-yard ca- 
pacity, four-wheel drive, rear wheel 
steering; 125-A 15¢-cubic-yard 
capacity, four-wheel drive, rear 
wheel steering, and 175-A — 2%- 
cubic - yard capacity, four - wheel 
drive, rear wheel steering. 

Write for P41. Use coupon page 62. 


‘54 ELECTRIC RANGES 


An electronic unit on which foods 
can be warmed, boiled, or fried with- 
out fear of burning or scorching is 
the highlight of the 1954 line of 
Westinghouse electric ranges. 

The two top models, the double- 
oven and single-oven Commanders, 
feature the electronic unit. 

Westinghouse also introduced three 
other deluxe ranges in medium- and 
low-priced fields, and two other 
ranges priced to sell under $200. 

Write for P43. Use coupon page 62. 





SHOWER ENCLOSURES 


A new Drexler line of shower doors, 
tub enclosures, and daylight shower 
stalls has been announced. 

Trimmed in anodized aluminum, 
the models range from simple, in- 
expensive ones to elaborate and 
specially-designed enclosures. 

New dealerships are being ap- 
pointed. 

Write for P42. Use coupon page 62. 


HEATING CONTROL 


The Tork Weather Control is a com- 
bination of an inside control panel 
and an outside weather head. It is 
designed for greater efficiency in 
regulating heating buildings. 

The control “watches” and records 
outside weather, inside temperature, 





3 convincing selling points...in newly styled 


FIR PANEL DOORS 


style .. . Today's | toward dramatic use of color and 
texture in homes is a natural for fir panel doors. Clean lined 
new molding becomes a picture frame for exciting decorative 
treatments. Colorful deep-shadow accents do away with old- 
fashioned flat surface monotony. Sell fir panel doors for new 
homes, for remode for replacing outdated old doors— 


even for redecoratin 


dependability . . . Fir panel doors are made to last—attested 
by millions of installations in the South. When you sell doors 
bearing the FDI* hallmark, you sell doors that are strong, 
durable, structural! yund; built to meet exacting U. §S 
Commercial Standards. They won't warp; won't come apart 
Journeymen cabinetmakers working with top quality, straight 
grain fir detail ea loor meticulously. No shortcuts, no 


shoddy materials t ike Customers unhappy. 
y PP) 


economy ... Styling for today’s interiors; traditional depend- 
ability; expert craftsmanship—these custom features are offered 
in fir panel doors a petitively low prices. Compare any 
door on these points. You'll agree that fir panel doors have 


convincing sales features 


"mart slgaitying ‘inde Call your regular supplier or write to 
rin fs Commerce! = FER DOOR INSTITUTE, Tacoma 2, Washington 


as 
for in 
Stand 











remodeling? see the exciting new - 
_~) FIR PICTURE-PANEL DOORS get big colorful -REE 
(gl ne ene 
a af | poster-banner & 
’ Eye-catching, full color illustrations give remodeling and redeco- 


rating ide to customers, help build door sales. Your jobber has 
banners f you. Call him! 
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sun effect, wind velocity, hot-water 
supply and chimney draft,—all at 
one time. It starts and stops the 
heating plant at pre-selected inter 
vals as programmed on the 24-hour 
dial. 

The setting of the cycle tabs and 
limit control assures rapid morning 
pick-up and heat throughout the 
system. The control is used with gas, 
oil, or coal heating systems. 

Write for P44. Use coupon page 62. 


‘54 VENTILATING FANS 


The Reed Unit-Fan line includes 
two new fans and new sizes in two 
popular models. 

Shown is the new Reed RDD 
Wind -O-Vent, two-speed, direct 
drive, 20” size fan. This window 
model is suitable for apartments, 
small homes, and particularly for 
bedroom and kitchen ventilation. 

A new attic fan, model RVU 36N, 
is designed for attics where narrow 
hallways and low roof headroom 
present installation problems for 
conventional fans. 

The previously-introduced Wind- 
O-Vent window fan is now made in 
22”, 26”, and 30” sizes. Expansion 
panels on each side assure accurate 
fit for in-between window sizes. 

The Reed RTS Port-O-Vent fan 
is now made in 22”, 26”, and 30” 
sizes. 

Write for P45. Use coupon page 62. 


ENGINE-GENERATOR 


The continous operating capacity of 
the Wincharger contractors’ model 
engine-generator, model F4500, has 
been stepped up from 2,500 watts to 
3,000 watts. The unit has a motor 
starting capacity of 4,500 watts. It 
supplies AC current at 115 volts, 60 
cycles, single phase. 

If the engine needs servicing, it 
can be easily removed and sent off 
for repair without sending in the 
generator. 

The Winco “Speedy-Shift” portable 
base, optional equipment at extra 
cost, has proved popular because of 
its easy handling from one job to 
another. 

Write for P46. Use coupon page 62. 
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MINIATURE VENTS 


Two new Leigh miniature ventila- 
tors are of particular interest to 
painters and insulators. 

The 1” size is especially suitable 
to prevent paint-peeling problems. 
The 2%” size, designed for roofers 
and insulators, is screened for insect 
protection. 

Both ventilators are made of 
aluminum. Their louvered design 
conceals the opening and keeps out 
rain and snow, yet will not clog 
when painted. 

Installation is by drilling a hole 
the correct size and tapping the 
ventilator into place. Prongs secure 
the ventilator. 

Write for P47. Use coupon page 62. 


CONCRETE FINISH 


Prime ’n Fill concrete and building 
block coater provides a perfect sur- 
face for painting with rubber ma- 
sonry paint, resin emulsion paint, or 
stucco oil paint. 

This new finish primes, fills, and 
surfaces in one operation. By seal- 
ing off every void in concrete block, 
it forms a surface for any water- 
repellent paint job. Usually one coat 
of paint does the work of two on 
this surface. 

Prime ’n Fill is made in white 
only but can be tinted. 

Write for P48. Use coupon page 62. 


FRAME AND DOOR UNIT 


AllSet is a new 
unit including 
frame, trim, wood 
door, and hard- 
ware, ready to 
nail in place 
quickly. 

For time - sav- 
ing installation, 
the frame is 
placed in the 
partition, level- 
ed, and nailed 
through stud 
clips. Doors are 
said not to sag or 
bind. 

AllSet units 
are available in 
all standard sizes for 1%” door. 

Write for P49. Use coupon page 62. 





AWNING ASSEMBLY KIT 


The Snapawning Knock-Down Kit is 
designed for quick assembly and in- 
stallation of corrugated translucent 
fiber-glass plastic awnings. 

Particularly suitable for the Do- 
It-Yourself market, the Snapawning 
can be assembled and hung with only 
a screwdriver and hammer. It can be 
assembled in the house and hung 
from the inside in most cases. 

All sections are pre-cut, pre-drilled, 


and partially assembled. A hanger is 
screwed to the outside wall and the 
awning snapped into it. Then lower 
brackets are screwed to the wall. 
Write for P50. Use coupon page 62. 





VENT GRILLE 


A new Macklanburg- Duncan cast 
aluminum grille is made to fit 
standard 8”x16” foundation vent 
openings. It also is easily adaptable 
for use as a cornice ventilator. 

The grille is available in three 
styles—plain grille; grille and screen; 
and grille, screen, and shutter. 

During winter, the adjustable 
shutter can be pulled closed and 
locked to keep out cold air. 

Write for P51. Use coupon page 62. 


LAMINATE PATTERNS 


Formica laminated plastic board is 
now available in 70 colors and pat- 
terns. These include 37 new patterns 
and six new colors in old patterns. 

Cigarette - proof Formica, once 
standard, now is a custom item. With 
improvements in plastics used, this 
grade is considered unnecessary in 
most cases. 

Write for P52. Use coupon page 62. 


SIMPLE. WEATHERSTRIP 


New Master metal weatherstripping 
is especially suitable for the popular 
awning-type window or swinging 
sash. It is equally suitable for case- 
ment or double-hung units. 

This weatherstrip is attached to 
the window frame by simply push- 
ing it into a saw kerf or groove. 
Once inserted, these strips are 
permanenty fixed and retain their 
tension. 

Write for P53. Use coupon page 62. 


MASONRY PAINT 


Especially formulated to withstand 
chemical attack from alkali and lime 
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and against moisture seepage, Pierce 
masonry paint is used on asbestos 
shingles, cement, stucco, brick, and 
concrete. 

This self-priming, rubberized finish 
is made with Goodyear’s Pliolite S-5. 
It is said to have exceptional hiding 
qualities and can be brushed or 
sprayed on. It locks out water yet 
permits the surface to breathe. 

The nine colors are said to be per- 
manent and not affected by the 
bleaching action of the alkali present 
in asbestos shingles or cement. 

Write for P54. Use coupon page 62. 


PORTABLE SAW, TABLE 


A new Portable Electric lightweight 
saw comes in an unusual carrying 
case that converts into a bench table 
for precision grinding, sanding, buff- 
ing, and horizontal drilling. 

The saw weighs only six pounds, 
making it suitable for overhead work 
and for cutting panels, interior trim, 
and lumber up to 1-3/16” thick. 

The carrying case holds the saw 
and several attachments. It opens 
into a bench table 22” long, 14” wide, 
and 11” high. An adjustable rip 
fence and mitre gauge are provided 
as accessories. 

Write for P55. Use coupon page 62. 


SMALL DOOR CLOSER 


A new Schlage T-500 door closer— 
smaller than a carton of cigarettes— 
eliminates the usual big hips and 
belly found in most other door 
closers. 

Operated by a compression spring 
in conjunction with a hydraulic pis- 


ton and two adjusting valves, the 
closer adjusts to any speed of closing 
desired. 

For quick installation, a bracket is 
screwed on the door, and the closer 
and arm slip into place. A smaller 
bracket holds the other end of the 
arm to the door. Home-owners can 
install their own. 

Write for P56. Use coupon page 62. 


ELECTRIC OUTLET 


A new-type electric outlet, the Pass 
and Seymour “500” U-AD-M duplex 
outlet, is designed to simplify the in- 


stallation of additional plug-in re 
ceptacles. It does away with metal 
boxes, holes to punch out, or extra 
clamps, soldering, or taping. 

One side of the outlet package has 
a cut-out opening to be placed on the 
wall and traced with a pencil to 
outline the exact opening required 

Write for P57. Use coupon page 62. 


MULTI-VENT FAN 


The Stewart Kitchen-Aire three 
speed model KA-17 ventilating fa: 
is designed to do three jobs—banis] 
moisture, odors, heat, grease, and 


new Malti-Veat ventuarion 


serene 
eorenes eet me 


STEWART KITCHEN-AIRE Mu/ti-Parpore FAN 


roe Himes way, OF FOG! MOUNTS 


moke from the kitchen, bathroom, 
ind laundry. 
One interior grille may be placed 


























domestic, or any other 


Pipe that 
your reputation 


Your customers measure you by the quality of goods you sell. If 
sell with confidence and with 


the quality is the best, you can 
interested in Dickey. You can de- 


success. That's why you'll be 
pend upon Dickey Clay Pipe to 
your customers want...service 
the real enemies of sewer pipe 
Pipe remains in service after 


Dickey Pipe...it lives up to you 


If it’s made of clay it 


Dickey Sanitary 


Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


Dickey Clay Pipe is immune to attack by industrial, trade, 


wastes 

















It's ideal for sewers. 


lives up to 


give the long, trouble-free service 
guaranteed for 50 years against 
It's no accident that Dickey Clay 


50 years of continuous use. Sell 


r reputation. 


good...if it’s made by Dickey it's better 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn, 
City, Mo., Meridian, Miss., 


San Antonio, Tex., 


Kansas 


Texarkana, Tex.-Ark 
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near a cooking range in the kitchen, 
a second vent over the wall oven in 
the kitchen, and another in the bath 
room or laundry 

Other possible vent locations are 
the attic, game room, or basement 

The fan can be mounted either in 
the wall or roof. Three-speed fan 
operation affords capacity variations 
for different seasons of the year 
with 800 CFM at high speed, 400 
CFM at intermediate speed, and 200 
CFM at low speed. 

Write for P58. Use coupon page 62. 


STRONGER SCREENING 


A new reinforced edge that supplies 
extra strength and greater ease of 
handling has been added to Cortland 
brand Gray-Wick insect wire screen- 
ing. Called “multi-wire edge,” it is 
composed of five strands of wire 
running along the outside holding 
edge 

The new edge also provides a 
stronger tacking surface for easier 
installation. 

Write for P59. Use coupon page 62. 


LINOLEUM PATTERNS 


Sixty new patterns—including three 
completely different style lines- 
have been added to the Armstrong 
line of floor and wall coverings. The 
patterns include 22 linoleum, 14 felt 
base, eight Linotile, nine linoleum 
tile, six wall covering, and one 
Granette Corlon design. 

Shown is a new flagstone design 
Another striking new linoleum pat 
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tern features a Scotch plaid in a 
variety of color combinations. 
Other patterns have a fabric ap- 
pearance, such as tweed, or simulate 
wood and other floorings. 
Write for P60. Use coupon page 62. 


DEHUMIDIFIER - HEATER 


A new Westinghouse dehumidifier, 
model HR-4A, is designed to remove 
moisture from the room air or for 
use as a space heater on cool days 
after the humid season has passed 

This compact model will remove 
up to three gallons of water from 
10,000 cubic feet of space every 24 
hours. Water is delivered to a flat 
container that is easily lifted from 
the back without spilling, even when 
full. 

A drip trap prevents water from 
dripping on the floor while the con- 
tainer is being emptied. 


Write for P61. Use coupon page 62. 


IMPROVED GLASS. DOORS 


An improved Pittsburgh Herculite 
tempered glass has been developed 
for use in all-glass doors and store 
fronts. 

This new glass is said not to solar- 
ize or change color in sunlight; to re- 
duce glare when looking toward the 
outside; to reduce the iridescent ef- 
fect sometimes apparent on tempered 
glass, and to reduce chances of some- 
one walking into the door. 

This glass can be permanently 
decorated in fired-on ceramic colors 
or by sandblasting. 

Write for P62. Use coupon page 62. 


‘54 BUILDERS HARDWARE 


Several new products have been 
added to the 1954 Leigh line. New 
roller drawer guides feature loca- 
tion tabs on each end to correctly 
position the guides on the drawer 
and cabinet quickly and without ex- 
perience. Slides have extra length 
on the back to provide for cup- 
boards of various depths. Made of 
heavy-gauge steel, the guides will 
not warp or swell. 

New hardware designed for doors 
that slide into a pocket in the wall 
features Leigh Lok-Tabs. They 
speed installation and keep the 
wheels ever from jumping off the 
track. Hangers are attached to the 
door before installation. Other fea- 
tures include prefabricated wood 
headers with track-installed, heavy- 
duty Sturdico wheels, and polished 
door guides. 

Write for P63. Use coupon page 62. 


TIGHT JALOUSIES 


Denison jalousie window units fea- 
ture vinyl plastic weatherstripping 
to withstand the most severe weath- 
er. Aluminum screens are _inter- 





changeable with weatherstripped 
storm sash. 

Other features include _ tension- 
seal louver clip that adjusts to fit 
tightly, drip cap that directs rain 
from glass louvers to decrease the 
need for cleaning, precision-designed 
worm gear for easy opening. 

Units are shipped knocked down 
to save storage and shipping space. 
Any width may be cut with a hack- 
saw and assembled on the job witha 
screwdriver and eight screws. 

Write for P64. Use coupon page 62. 


GAS HEATER VENT 


Transite Type B-W gas vent is a new 
Johns - Manville asbestos - cement 
product designed specifically for re- 
cessed wall heaters. 

Approved by Underwriters’ Labo- 
ratories, it permits installation in 
standard walls without furring. It 
has an oval “backbone” of asbestos- 
cement pipe. Around this is a jacket 
of light-weight aluminum. The two 
are separated by spacers that extend 
the full height of the vent. 

Write for P65. Use coupon page 62. 





XS 


EXHAUST UNIT. A new M and E 
wall- or window-mounted sheet 
metal exhaust unit is designed for in- 
stallation in areas where it is neces- 
sary to exhaust hazardous fumes, 
such as paint overspray and engine 
block cleaning equipment. A sheet- 
metal covering protects the motor 
from the elements on the exterior of 
the building. 

Write for P66. Use coupon page 62. 


WOODWORKING AID. The Wallace 
Versa-Table simplifies mortise and 
tenon work, providing easy and 
positive control of the work. It is 
priced for Do-It-Yourself users. The 
adjustable table stops are set as re- 
quired to limit the amount of table 
travel, so that mortises become uni- 
form in length and accurately posi- 
tioned on every piece. 

Write for P67. Use coupon page 62. 


STEEL RODS. An assortment of 
round, flat, and angle steel rods is 
now offered in short lengths for the 
Do-It-Yourself market and small job 
trade. These Redi-Rods are sold in 
36” lengths to meet the needs of 
farms, home workshops, repair shops, 
and factories. 

Write for P68. Use coupon page 62. 


SPRAY PAINT. Chromatone stabi- 
lized finishes are now packaged in a 
new spray can, for easy application 
devoid of brush marks. The spray 


jhunches 


Standard equipment includes a chip 
per chain, repair parts, chain sharp 
ening file and handle, and three-wire 
cord and connector. 

Write for P71. Use coupon page 62. 


SLIDING SCREENS. Miller sliding 
door screens are now equipped with 
cadmium-plated, steel ball-bearing 
rollers for easier sliding. Tolerances 
in the screen guides at header and 


New items dealers may find 


profitable to sell — or use 


jambs have been enlarged to prevent 
sticking or dragging. 
Write for P72. Use coupon page 62. 


SHELF MAKER. The Jiffy Shelf 
Maker consists of a heavy-gauge 
steel rib, attached to a wall for easy, 
quick installation of shelves. A shelf 
board is then attached to either the 
lower or upper prong with screws. 
Multiple shelves have the Jiffy rib 











DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 62 
after circling the product 
number shown with item. 











head detaches for cleaning and stor- 
age. The finishes include silver 
chrome, clear plastic, pale gold, cop- 
per, white, black, red, green, blue, 
yellow, and machinery gray. 

Write for P69. Use coupon page 62. 


MACHINE ACCESSORIES. George 
F. Bub and Son have introduced a 
new line of hand knobs, hand wheels, 
handles, jig and fixture components, 
and master shank holders. Send for 
free catalog with specifications and 
illustrations. 

Write for P70. Use coupon page 62. 


14” CHAIN SAW. A new 14” Skil 
chain saw is designed to cut heavy 
beams, and for felling, limbing, 
bucking, and trimming lumber up to 
14” in size. It features a wrap- 
around pipe handle for easy han- 
dling in any cutting equipment. 
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between boards. Two pairs come in 
a 98-cent package. 
Write for P73. Use coupon page 62. 


CLEAR FINISH. The Meta-Kote line 
now includes a new extra-durable 
clear finish for redwood and other 
exterior woods. Called Par-Spar 
redwood varnish, it is made of syn- 
thetic gum and treated oils. It also 
contains a fungicide to resist the 
growth of mildew under normal 
conditions. 

Write for P74. Use coupon page 62. 


INSULATING BUSHING. A new 
Thomas and Betts insulating bushing 
for %” to 6” standard rigid electrical 
conduit is made from a shatter-proof 
material. It will not shatter if acci- 
dentally struck by tools or dropped 
on a concrete floor during installa- 
tion, eliminating most waste. Ap- 
proved by Underwriters Labora- 
tories, the bushing has a fold-back 
throat, dual-purpose threads, and 
light blue coloring. 


Write for P75. Use coupon page 62. 


COOKING TIMER. Two lines of gas 
ranges—the Gaffers and Sattler and 
the Occidental—now feature a top 
burner timer. This allows the house- 
wife to cook automatically on top of 
the range by dialing the length of 
cooking time required for a particu- 
lar dish. 

Write for P77. Use coupon page 62. 


JET WATER SYSTEM. The new 
Rapidayton shallow well Champion 
jet water systems are priced to re- 
tail from $98.75 up. The line includes 
five different package systems, three 
“pump only” models, and 10 vertical 
tank systems. 

Write for P76. Use coupon page 62. 


PLASTIC LAWN SPRINKLER. The 
Lawnette is a seamless plastic lawn- 
sprinkler with a permanently attach- 
ed hand reel so that the hose can be 
wound or unwound to any length de- 
sired without floppy loops. Winding 
on the reel prevents twisting and 
bunching, and drains out the water. 
The handle easily hangs on a nail or 
hook. 

Write for P78. Use coupon page 62. 


VERSATILE SANDER. The new 
Fairchild Dualine sanding tool per- 
mits the user to get both orbital and 
straight-line action. Two separate 
platens or sanding plates permit 
optional control of each action. Other 
features include push-button chang- 
ing for paper, bumper guard to elimi- 
nate wall marking, and a thumb- 
control slidg switch. 

Write for'P80. Use coupon page 62. 


EXHAUST FAN. Two new Phil Rich 
1-HP, 54” fans have been announ- 
ced. One is a wall exhaust fan for 
vertical use and the other is an 


attic fan, designed for either vertical 
or horizontal use. Both deliver 25,000 
CFM and are powered by heavy- 
duty General Electric motors. 
Write for P81. Use coupon page 62. 


CESSPOOL BACTERIA. Formula 
FX-7 is a new bacteria discovery that 
prevents cesspool clogging all year 
with a single application. This cul- 
ture reproduces itself and is not af- 
fected by bacteria-destroying soaps 
or detergents. 

Write for P82. Use coupon page 62. 


EMERGENCY LIGHTING. Two aux- 
iliary lighting units, known as Exide 
Lightguard models M and T, meet 
all national and state code specifica- 
tions. They operate on a 6-volt bat- 
tery, illuminating up to 10,000 square 
feet. Model M has provision for 
charging at trickle or high rate, 
while model T uses a modified trickle 
charger. 

Write for P83. Use coupon page 62. 


BATHROOM FIXTURES. Reliable 
“Jewel” one-piece, non-ferrous die- 
cast towel racks, soap dishes, and 
other fixtures are offered in boxes of 
matched sets or in individual pieces. 
The fastening for each fixture is con- 
cealed. These fixtures are said to 
retain their polished surface indefi- 
nitely. 

Write for P84. Use coupon page 62. 
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The DONLEY Line 
meets all Damper needs i 


A choice of materials—high grade cast iron or U. S. S. 
Cor-Ten Steel. 


A choice of control devices—Rotary Control, Poker 
Control and Chain Control (for four sizes). 


A wide range of sizes—Everything from 24 inches to 
96 inches, 11 sizes, based on width of fireplace opening. 


A modern variation—The extra capacity, wide throat, 
square end damper that is vital to the proper working of 
such modern creations as the double opening fireplace, 
the projecting corner fireplace and the three-face fireplace. 


Trustworthy Instructions — Fireplaces work cleanly, 
yielding generous heat, when constructed in accordance 
with plans and instructions attached to every damper— 
an important aid to pleasant customer relations. .. . Be 
sure your Donley Catalog is the latest. 


Features 68th 
ANNUAL CONVENTION 


LUMBERMEN’S 
ASSOCIATION 
of TEXAS 


THE DONLEY BROTHERS CO. 7 


13905 Miles Avenue Cleveland 5, Ohio ‘i 
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Marie Got What 
She Wanted ... 


in Siding 


The first woman executive secre- 
tary of a state association of build- 
ing material dealers, Mrs. Marie 
Bennett has pioneered again! She 
has had her frame bungalow in Or- 
lando, Fla., re-sided with red cedar 
shakes. 

The secretary-treasurer of the 
Florida Lumber and Millwork Assn., 
she is seen in the picture beside her 
modernized home with J. D. Letton, 
manager of the Ivanhoe Lumber and 
Supply Co. 

She caused quite a stir last fall 
when she decided to re-side her 
home with this easy-to-apply, dur- 
able material—for no Orlando dealer 
stocked cedar shakes! 

However, Dealer Letton knew he 
could get a sample of Shakertown 
Perma-Stain shakes from the local 
wholesale warehouse of the Southern 
States Iron Roofing Co. Mrs. Bennett 
insisted not only on the exterior 
shakes but the cheap undercoursing 
shingles that yield the neat shadow- 
lines evident in the photograph. 

“I am extremely well pleased with 
the looks of my house now,” Mrs. 
Bennett beamed. “It looks like a new 
place, and I am sure that the shakes 
will more than pay for themselves 
in the saving of paint. That’s quite 
an item of expense in Florida, where 
a frame house needs to be painted 
every other year to keep up a pleas- 
ing appearance.” 


Jalousie Look-See 


The Greater Miami Industrial Ex- 
position, to be held March 5-14 at 
the Dinner Key Auditorium, will 
provide a one-trip opportunity for 
dealers and consumers to compare 
the jalousies and related products 
made in Miami factories. 

The Miami area has 72 of the esti- 
mated 180 jalousie manufacturers in 
this nation, and most of them are 
planning exhibits at the exposition. 

The 1,400 firms eligible to exhibit 
in this March industrial show are ex- 
pected to fill the 185 available 
booths. Last year, some 400,000 per- 
sons visited the exposition. 





Ash Your Milluork fobber 


WOODTOX in quart and gallon cans, in attractive display 
carton builds extra counter sales 





Sales & Profits go up_ 


WHEN MILLWORK IS 
PENTA-TREATED WITH 


WOODTOX w& 


WOOD PRESERVATIVE & WATER REPELLENT 


The zooming preference and popularity for WOODTOX Penta-Treated 
millwork is the direct result of the tremendous extra benefits it gives 
home and other property owners, plus the extra profits it makes for 


lumber dealers like yourself and your builder customers. 


WOODTOX Penta-Treated millwork gives you many ideal competitive 
advantages to capture a much larger share of available business—and 
provides you with these sensational promotional and selling factors: 
1... gives positive protection against termites and decay 

. reduces swelling, shrinking and warping to the very minimum 


2 
3...resists mildew, mold and stain 
4 


. provides a painting surface that minimizes blistering and peel- 
ing of surface finishes 

.cuts maintenance costs far below that of untreated wood or 
metal 


WOODTOX Penta-Treated millwork is that ‘“extra-value,”’ 
profit’”” product you can'sell with real enthusiasm. 


“extra- 





...or write for booklet explaining 
the advantages of WOODTOX 


: 


5197 Southwest Ave. © St. Leuis 10,"Mo. 








SILENT SALES BOOSTER WATCH FOR THIS SEAL 


NWMA seal of approval, or this brand 


e ew ) 


WOODTOX TREATED 


Name of Lumber Company 





Write For 
Price List 


WOODTOX Penta-Treated millwork should bear the 


Insist that millwork you sell is so branded to certify pre- 


servative treatment with WOODTOX. 
xx*k 


WOODTOX complies with NWMA and Western Pine 
Association standards, and Army, Navy and Air Force 


specifications for water repellent preservatives 
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& helpful literature 


PIPE INSULATION. A new bulletin, 
“Aluminum-Jacketed Foamglas Pipe 
Insulation,” points out advantages of 
this wrapped-at-the-factory cellular 
glass insulation and the economies it 
affords. Pittsburgh Corning Corp., 1 
Gateway Center, Pittsburgh 22, Pa. 


“INDIVIDUAL HOMES” is the title 
of a collection of full-color photos of 
distinctive homes of West Coast 
woods. Quantities are offered to deal- 
ers free for hand out to customers. 
West Coast Lumbermen’s Assn., 1410 
S. W. Morrison St., Portland 5, Ore. 


ELECTRIC TOOLS. A pocket-size 
catalog describes and shows 52 dif- 
ferent portable electric tools and 
numerous specialized attachments. It 
fits conveniently in a tool chest for 
quick reference on saws, sanders, 
grinders, drills, planes, routers, shap- 
ers, hedge shears, combo-tools, radial 
arms, blades, abrasive wheels, discs, 
and accessories. Write for catalog No. 
201: Porter-Cable, 32 Exchange St., 
Syracuse 8, N. Y. 

PLASTIC SHEETS. Optically clear, 
rigid plastic sheets are pictured in 
many various applications in a new 
catalog. Technical properties and 


fabrication data are included. Cast 
Optics Corp., Riverside, Conn. 


SWIMMING POOLS. The Modern 
Swimming Pool Co., Inc., 1 Holland 
Ave., White Plains, N. Y., offers a 
new catalog of its equipment. The 
illustrated publication covers swim- 
ming pool fittings, filters, ladders, 
underwater lights, observation win- 
dows, chlorinators, diving boards, 
underwater vacuum cleaners, and 
special pool paints. 


STEEL SHELVING. The Precision 
Equipment Co., 3702 Milwaukee Ave- 
nue, Chicago 41, Ill, has issued a 
new catalog. Each item in its line of 
steel shelving, lockers, ladders, other 
storage and maintenance equipment, 
is clearly illustrated and priced. 


HINGE CATALOG. The new Hager 
hinge catalog is tab-indexed into 13 
different hinge classifications for 
quick reference. Fully indexed, it 
includes valuable hardware _ infor- 
mation. C. Hager and Sons Hinge 
Manufacturing Co., 139 Victor St., 
St. Louis 4, Mo. 

ELECTRIC GLASS HEAT. A new 
catalog, commemorating the 250,- 
000th installation of electric glass- 


panel heating systems, explains how 
this system improves home comfort. 
It shows the panels available to 
meet any installation need. Also 
available are reprints of articles pub- 
lished as a result of cost studies of 
this type heat conducted over a four- 
year period. Electriglas Corp., 
Bergenfield, N. J. 


FOREST RESEARCH GUIDE. The 
latest edition of the Forest Products 
Research Guide lists 17,000 research 
projects and programs conducted by 
nearly 3,000 domestic and foreign 
organizations. It will help the reader 
prevent duplication of research ef- 
forts, plan research projects, and 
keep posted on wood research. This 
386-page book sells for $10. A de- 
scriptive folder will be sent free. 
National Lumber Manufacturers 
Assn., 1319 Eighteenth St., N. W., 
Washington 6, D. C. 


ACOUSTICAL MATERIALS. A new 
bulletin contains technical data on 
acoustical materials made by mem- 
bers of the Acoustical Materials 
Assn. A new feature of the im- 
proved bulletin is the inclusion of 
flame-resistance data on most ma- 
terials. Fifty cents a copy from the 
Acoustical Materials Assn., 57 East 
55th St., New York, N. Y. 


METAL MOLDINGS. Aluminum 
moldings for use with Miraplas wall 
tile are now pictured in a compact 








METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 





four-page price list for quick identi- 
fication. S and W Moulding Co., 990 
Parsons Ave., Columbus 6, Ohio. 


“SMALL BUSINESS Administration 
—What It Is, What It Does” is a new 
brochure that tells how the present 
administration helps all small busi- 
nesses in the nation, not defense 
contractors alone. Offered free by 
any regional SBA office, or write 
Small Business Administration, La- 
fayette Building, Washington, D. C. 


STATISTICAL LIBRARY. “What’s 
the Answer” is a new guide to organ- 
izing a low-cost statistical library for 
chambers of commerce, trade associ- 
ations, and small business firms. It 
lists over 100 sources of information 
in various fields. Single copies free 
from the Economic Research Dept., 
Chamber of Commerce of the United 
States, Washington 6, D. C. 


FOR FARM BUILDINGS. The many 
uses of Celotex insulating board on 
farms are pictured in a new booklet. 
Under photographs of the material 
applied are sketches of design de- 
tails. The advantages of this product 
are described in brief copy by each 
illustration. Celotex Corp., Chicago 
3, Ill. 


DOUBLE GLASS. A new folder on 
glazing double glass windows with 
Presstite Permagum sealing com- 
pound contains photographs that 
provide a step-by-step procedure. 
Furnished in extruded ribbon form, 
Permagum “never hardens, dries, 
shrinks, or slumps,” according to the 
folder. Presstite Engineering Co., 
3798 Chouteau Ave., St. Louis 10, 
Mo. 


METAL STUDS. Factory-fabricated 
metal studs and their uses in con- 
struction of non-load-bearing hollow 
partitions is the subject of a new 
technical bulletin. Charts and tables 
show numerous fire and sound in- 
sulation tests and the size and spac- 
ing of studs. Metal Lath Manufac- 
turers Assn., Engineers Building, 
Cleveland 14, Ohio. 


VENTILATING FANS. “How You 
Can Install A Fasco Ventilating Fan” 
is a new booklet that gives con- 
sumers Do-It-Yourself details for 
putting in their own ventilating fans. 
The colorful booklet ties in with an 
advertising campaign. It is sent to 
interested consumers directly from 
the factory and the consumers’ names 
are sent to the nearest Fasco dealer. 
Fasco Industries, Inc., Rochester, 
N. Y 


STONE MORTARS. “Studies of 
Stone Setting Mortars” reports on 
several mortars with respect to their 
bonding strengths to four types of 
stone, dimensional changes under 
three conditions of storage, and frost 
resistance. It recommends ways to 
select mortars. This report 139 was 
prepared by the National Bureau of 
Standards. Order from U. S. Gov- 
ernment Printing Office, Washington 
25, D. C., for 20 cents. 


Reinforced Brick Masonry 


A recent survey conducted by an 
impartial research group indicated 
an increased interest in construction 
to resist windstorms, earthquakes, 
and bomb blasts. Yet only a few of 
the architects and engineers sur 
veyed were familiar with technique 
of reinforced brick masonry con 
struction. 

“Reinforced Brick Masonry and 
Lateral Force Design” is an authori 
tative handbook on the use of rein 
forced brick masonry in construction 
It was written by Harry C. Plummer 
director of engineering and tech- 
nology of the Structural Clay Prod 


ucts Institute, and John H. Blume, 
West Coast structural engineer. 

The book discusses design and con- 
struction procedures for both rein- 
forced and non-reinforced construc- 
tion. Typical examples for houses 
and commercial buildings are shown. 
Methods of calculating stresses re- 
sulting from lateral forces also are 
illustrated. 

One section of the book is devoted 
to recommended building code re- 
quirements. 

“Reinforced Brick Masonry and 
Lateral Force Design” is available 
for $4.95 a copy from the Structural 
Clay Products Institute, 1520 18th 
Street, N. W., Washington, D. C. 

















Write us for additional inf. 


The Coppo Company, Inc. 


2342 S$. Lauderdale « Memphis, Tenn. 


Honest, Abe! 


Coppo makes wood 
last longer 

than any rail 

you ever split! 


Yeah, we know you had the choice of 
woods in your day, but modern chem- 
stry has produced COPPO which will 
make even sap woods last up to 
FOUR TIMES LONGER! 

Modern Merchandising has brought 
this outstanding preservative before 
the people . . . and it’s for the people 
who do not mind spending a few cents 
lor long lasting protection. 

What we say here might not be 
important to some folks, but if YOU 
aren’t getting your share of the pre- 
servative market, then you'd better 
isk your jobber salesman for a few 
cartons of COPPO. Remember, too 

you couldn’t recommend a SAFER 
preservative to your trade. 


Sty et 


MILDEW! TERMITES 
i Sa 


—_— 


All gallons packaged 
In the attractive 
Up-Front Salesmaker 
Display. 


yrmation and nearest jobber now! 
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Warehouse Selling 
(Continued from page 28) 


who like to buy the merchandise 
from stocks in the yard, find the 
signs most helpful—and the signs 
often suggest items which they 
need but didn’t come to buy.” 

Housekeeping in the Chanute 
yard is no haphazard, hit-or-miss 
affair. It takes place every day ac- 
cording to a rigid schedule and, as 
a result, the yard always looks 
spic and span. 

Specific duties are assigned to 
individual employees for daily 
performance. 

Employee No. 1 sweeps out the 
office, parkways, steps; cleans the 
rest-rooms; straightens up mer- 
chandise, and checks price tags. 
This takes care of freshening up 
the merchandise each morning 
after it has been pawed over, mix- 
ed up, and had the price tags mis- 
placed. 

Employee No. 2 sweeps the saw 
house; arranges the merchandise in 
the nail bins, glass holds, and on 
counters; washes the door glass, 


and oils the woodwork machinery. 

Employee No. 3 sweeps the walks 
in front and around the building, 
levels lumber piles, covers the 
wallboard, faces down moldings, 
and composes the shingles. 

Employee No. 4 vacuum-cleans 
and dusts the offices, display 
tables, cases, desks, and files. 

Such are the daily schedules. 
The special schedule for Saturday 
afternoon is as follows: 

No. 1 checks the lumber, hard- 
ware, paint, and other inventories 
for complete stock. He re-orders or 
puts on the want list any needed 
merchandise. 

No. 2 assists Employee No. 1 by 
checking merchandise for replace- 
ment, length-marking molding, 
and size-marking sash and doors. 

No. 3 sweeps and straightens up 
the cement house, sash house, en- 
closed double stalls, and the ga- 
rage. 

No. 4 washes the truck and 
checks the lubrication, gas, and 
oil; washes windows and plate 
glass in the office; mops the office, 
and mows the lawn as needed. 

No. 5 types and mails purchase 
orders and checks the bill file for 
past-due accounts. 


In addition, all employees have 
a fire drill, periodically. A 150- 
foot length of hose, wound on a 
reel made from a 55-gallon oil 
drum and mounted on the lumber 
deck above a hydrant, can be un- 
reeled and connected in a few 
seconds. Water is placed at several 
other locations in 55-gallon steel 
drums and in red fire pails hang- 
ing nearby. 

Manager John Bower explains 
that this is all done on the theory 
that, since a big fire starts small, 
a bucket of water may be all that 
it needs if delivered at the proper 
time. 

The Chanute Lumber Company’s 
60x40-foot modernistic store-office 
building is of brown and pink 
brick. The sales floor and ceiling 
are tiled. Island displays invite 
self-service. 

The home-planning department 
occupies one end of the store. Plan 
books, a desk, and chair are pro- 
vided there, between swinging dis- 
plays of doors, roofing, molding, 
dimension lumber, insulation, and 
other construction materials. (This 
center may be removed in a future 
expansion to provide entrance into 
an enclosed part of the yard, which 





SINC eC 


ONLY 
°14688 


buys all steel windows in this at- 
tractive home. Your customer would 
pay at least this amount for wood 
windows of good quality, and would 
miss the big benefits of greater con- 
venience, extra light, better ventila- 
tion, and a minimum of upkeep 

HOPE'S STEEL WINDOWS 
will make your houses easier to sell 
Write for Bulletin 102L. 


HOPES 


STEEL WINDOWS HAVE THE STRENGTH AND RIGIDITY THAT NO OTHER WINDOW CAN MATCH 


Residence of Carl A, Bachman, Jamestown, N. Y. 


ISIS 


Contractor —Thure Johnson 


HOPE’S WINDOWS, INC., Jamestown, N. Y. 


THE FINEST BUILDINGS THROUGHOUT THE WORLD ARE 


FITTED WITH HOPE’S WINDOWS 
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might be used later to display 
kitchen cabinets and appliances.) 

Eighty per cent of the customers 
complete their buying from store 
displays, according to Co-Owner 
Jones. The remaining 20 per cent 
like to go out in the yard, and 
the whims of such customers are 
granted by the sales staff. 

The Chanute Lumber Company 
long has been a big factor in the 
growth of this railroad town. In 
the early days it built many homes 
on lots it owned and sold them on 
monthly terms without interest. 
And today the firm usually has one 
or more houses under construc- 
tion. It has also built the Tioga and 
Morrell hotels—two of Chanute’s 
largest buildings. 


Gregg Sales Manager 


George W. Mernick, who for six 
years has served as salesman and 
sales promotion manager for Gregg 
and Son, Inc., has been advanced to 
the position of sales manager. This 
firm makes millwork in plants at 
Nashua, N. H., and Framingham, 
Mass. 


Beats Competition! 
(Continued from page 32) 


modity that costs much more in 
the end. 

Small extra services will beat 
competition nearly every time. In 
the Crocker Lumber Company 
yard, if a customer wants a dozen 
pieces of 1x10 five feet long, or a 
2x4 ripped for a lattice, it is done 
free. 

Sometimes the Crocker ma- 
chinery and tools are offered to re- 
sponsible customers. A_ grateful 
carpenter turned in a $4,000 house 
job recently because the company 
had let him use its big power saw. 

Credit is sometimes the bug-a- 
boo of a small town retail yard, 
but credit losses in the last 10 
years for the Crocker Lumber Co. 
have been less than one per cent. 
Credit is freely granted, but firmly 
regulated with almost all accounts 
limited to 90 days, unless there is 
some special reason for more. 

Seventy-five per cent of the 
yard’s customers are farmers, and 
they have a special credit problem. 
As a class, they like to pay cash, 
but not all of them are able to do 
this. Frequently they use bank 
credit, but payment is usually 
made after harvest. Crocker per- 


sonnel take this situation into con 
sideration. 

The stranger who asks for credit 
usually can get it. He is checked 
with the local bank, and if he i 
borrowing money to build, he will 
be granted credit for enough ma 
terial to get his structure to a 
stage at which a loan can be 
granted. Almost never is it neces- 
sary to file a lien, which Warden 
regards as a losing proposition in 
the long run anyway. 

The Crocker Lumber Company 
buys its millwork in Springfield 
and sends a truck after it once a 


week. Customers living at a dis- 
tance and near this route get free 
delivery once a week, so the other- 
wise empty truck serves a pur- 
pose both ways. 

Jean Warden is a young war 
veteran who spent three years in 
India with the U. S. Signal Corps 
and more time with the Army Air 
Force Communications System. Joe 
Warden, the father, bought the 
over-50-year-old yard in 1943 
when the owner wanted to retire. 
The elder Warden is president of 
the Capital Mutual Insurance As- 
sociation in Jefferson City. 








Published in the interest of 
better and more economical 
building construction 


Money 
Maker! 


Ready-lo-Install 


Complete Window Units 


Equipped With 


Monarch Metal Weatherstrip 


@ In addition to the greater 


profit you make from the sale of 
Complete Window Units, your builder 
customers also benefit profit-wise from these 


several advantages: 


1. All waste of materials is eliminated 


2. There’s no on-site assembly 


3. Completion dates are easier to meet 
4. A more accurate and better job is 


assured 


Your increased profit comes from a larger sales- 
dollar volume, and from reduced material han- 
dling and much lower inventory investment. 
It will pay you to get the facts about 
Complete Window Units, proton: 


assembled at the mill or 
mill-work jobber. 


DISCUSS IT WITH YOUR 


JOBBER 


vy your 


Wy f 


METAL WEATHERSTRIP CORP. 
6343 ETZEL AVE., ST. LOUIS 14, MO. 
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Foxworth-Galbraith Buys 
Eight N. Texas Yards 


Eight lumber yards in north Texas 
have been purchased from the Lyon- 
Gray Lumber Co. of Greenville and 
added to the Dallas district of the 
Foxworth-Galbraith Lumber Com- 
panies. 

J. L. Foxworth, of Dallas, an- 
nounced that separate companies had 
been formed and local management 
appointed for the newly-purchased 
yards in Greenville, Carrollton, Den- 
ton, McKinney, Bonham, Paris, 
Cooper, and Sulphur Springs. 

W. W. King, manager of Foxworth- 
Galbraith’s Denton yard for 28 years, 
is the new Dallas district manager 
for this expanding line firm. This dis- 
trict now includes 18 yards. 

R. G. Nicholson, former manager 
of the Lyon-Gray yard in Denton, 
has been made manager of the com- 
bined Denton yard of Foxworth- 
Galbraith. 


TENNESSEE 


MEMPHIS: The Manning Lumber 
Co. recently added a new shed for 
lumber storage. 


NASHVILLE: The Stephens Mill- 
work and Lumber Co. here has been 
honored for 450,000 accident-free 
man-hours of production. President 
Tom Stephens was presented an en- 
graved plaque and all employees 
were presented key-chain replicas 
of it for establishing the safety rec- 
ord, The presentations were made by 
the safety engineer of Employers 
Mutuals, compensation insurance 
carrier for the Stephens company. 


TEXAS 


SAN ANTONIO: Smith Kirby has 
been made manager of the Alamo 
Lumber Co. yard. Long active in 
lumber and building activities, he is 
a director of the Lumbermen’s Assn. 
of Texas and a past-president of both 
the San Antonio dealer club and 
Hoo-Hoo chapter. 


DALLAS: Jerome K. Crossman is 
new president of the Dallas Chamber 
of Commerce. The president also of 
the Lyon-Gray Lumber Co., he has 
devoted his talents as a lumberman 
and attorney to promoting a 600- 
unit Negro development in Dallas. 
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He also heads the Ryan Consolidated 
Petroleum Corp. and board chair- 
man of an investment firm. 


KINGSVILLE: The Tunnell Build- 
ing and Supply Co. has purchased 
the lightweight block plant of the 
Kingsville Block Co. It has a ca- 
pacity of 1,500 blocks a day, and 
Jack Tunnell expects to keep it in 
full production. 


MIDLAND: The Midwest Lumber 
Co. has moved to a new location one 
mile south of town on Cotton Flat 
Road, providing its customers with 
plenty of parking space. Joe B. 
Wright owns the firm. 


BRADY: Norman Lawler has clos- 
ed the Lawler Lumber Co. here. He 
bought the yard a year ago from the 
William P. Carey Co., which had 
operated it for 36 years. Lawler has 
moved the buildings to provide room 
for a shopping district that will dup- 
licate a center finished in Lawler 
last spring. 


YORKTOWN: The Home Lumber 
Co. recently held “open house” to 
introduce its new furniture depart- 
ment, 


PLAINVIEW: Ramon Jordan has 
been transferred from Fairview, 
Okla., to Plainview as assistant man- 
ager of the Long-Bell Lumber Co. 
Jordan joined Long-Bell in 1946 and 
took time out to attend school. He 
was a jockey for awhile and raises 
cattle as a hobby. 


GLADEWATER: Chester Higgs, 
owner of the Higgs Lumber and Ma- 
terial Co., recently was written up in 
the Gladewater Mirror as one of the 


dealerNEWS 


town’s outstanding young business- 
men. He established his own busi- 
ness two years ago, after assisting 
his father in a grocery business. 


CLAUDE: Roy Woods is new 
manager of the Mitchell-Goodwin 
Lumber and Hardware Co. He suc- 
ceeded Charles Evans, who has mov- 
ed to Childress to be associated with 
his father in the transfer business. 
Woods has worked for the Cavins 
Lumber Co. and the Corbin Hard- 
ware Co. 


GAINESVILLE: Joe Walter, Peter 
Robinson, and Ewald Berand have 
been granted a charter to operate 
the Joe Walter Lumber Co., Inc. 
Capital stock was listed at $175,000. 


MISSISSIPPI 


INDIANOLA: The AQS Lumber 
Co. recently held “open house” at its 
model home in Indian Bayou Acres. 
In a newspaper article, the firm 
named the various contractors who 
had helped build the house. 


FLORIDA 


ST. PETERSBURG: A. O. (Tiny) 
Newman and R. W. Evans have 
bought controlling interest in the 
Rieck and Fleece Lumber Co. The 
sale price was reported to be be- 
tween $250,000 and $300,000. The 
purchase was from the estate of 
Robert W. Lyons, who bought the 
company in December, 1945. Officers 
of the company will include Evans, 
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president; Newman, vice-president 
and general manager; A. Mack Wing, 
chairman of the board, and Miss Rae 
Meyers, secretary-treasurer. 


LAKELAND: Clyde B. McGinnes, 
manager of the McGinnes Lumber 
Co. here, is the new district governor 
of Exchange Clubs for the third 
Florida district. A charter member 
of it, he served as president of the 
local club in 1952. 


VIRGINIA 


ROANOKE: The Home Lumber 
Corp. recently rewarded its em- 
ployees with bonuses totaling over 
$3,000. 


MISSOURI 


OWENSVILLE: Gus F. Garver and 
L. F. Lahmeyer have bought the 
property and business of the Great 
Central Lumber Co. The firm name 
was changed to the G and L Build- 
ers and Lumber Co. Garver will 
manage the business. Lahmeyer re- 
turns to Moyie Springs, Ida., to look 
after his lumber interests and to 
purchase lumber for the Owensville 
firm. 


PLEASANT HILL: Robert E. 
Schrock has moved here from Gar- 
den City to manage the Benson 
Lumber and Supply Co. 


NORTH CAROLINA 


DURHAM: The Guess Road Cabi- 
net Shop and Building Supply Co. 
has been granted a charter of in- 
corporation. E. C. Willett, Ruth W. 
Willett, and Herbert R. Barber are 
the incorporators. 


SPINDALE: The Koon Builders 
Supply Co. has bought the Spindale 
plant of the Seagle Lumber Co. Jack 
Koon, of Union Mills, president of 
the new combined operation, said 
that the firm will keep the same per- 
sonnel, but will not operate a whole- 
sale business as the former Seagle 
plant did. 


WEST VIRGINIA 


KENOVA: The local lumber yard 
of the Minter Homes Corp. was de- 
stroyed by fire of undetermined 
origin on January 4. 


GEORGIA 


AUSTELL: The Austell branch of 
the W. P. Stephens Lumber Co. held 
“open house” for its friends and 
customers December 19 to celebrate 
the 40th anniversary of the Stephens 
chain of yards. Nearly 800 persons 


registered for door prizes, which in 
cluded a vacuum cleaner and 
clock-radio. For half an hour befor« 
the 4 p. m. drawing, the South Cobl 
High School band played Christma 
carols. The company combined it 
affair with the annual party of th: 
Welcome Club, which held a draw 
ing of prizes to raise money for local 
needy families. The Stephens dé 
livery truck brought Santa Clau 
with candy for the children to end 
the party. 

PERRY: J. M. Tolleson was thank 
ed publicly in a newspaper editorial 
recently for his contribution of 
$1,000 to the Perry Football Commit 
tee. He has also contributed liberally 


to local churches and the baseball 
team in the name of the Tolleson 
Lumber Co. and the Tolleson Supply 
Co. 


OKLAHOMA 


MAYSVILLE: The Perkins lumber 
yard has two new large lumber 
heds, which will greatly increase its 
storage capacity. 

EL RENO: R. E. (Bob) Hinchey 
moved his family here from 
Duncan. He is new manager of the 
Allied Supply Co., formerly the El 
Reno Lumber Co. 


MIDWEST CITY: Francis T. Smith 


has 





Announcing: 


Nationa! 


PANEL 
Window 


The new, versatile PANEL Window 
from the makers of the famous Na 
tional Window Unit and National 


Ready-Hung Door Unit. 
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FOR CASEMENT WINDOWS. Just stand ’em on end, side 
by side, as many as the plans call for. 


FOR AWNING WINDOWS. 
Just stack ‘em on top of each 
other and nail ’em in place. 


FOR COMBINATIONS: Set 
them in a long row for a ribbon 
window. Bank them around a 
center pane for a window wall. 
Any number, any combination. 


The National Panel Window comes in 
4 standard sizes, all completely as- 
sembled, screened, glazed and weath- 
erstripped at the plant. Frame chemi- 


cally treated ponderosa pine. 


NATIONAL 


Dealers 
Order from your jobber 
or write us for his address. 


NATIONAL WOODWORKS 
Box 5416 Birmingham 7, Ala. 


WOODWORKS 
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remem ce 


SAIRLE 


SPIRAL SPRING 
SASH BALANCES 
FOR 


Quick EASY 
INSTALLATION 


«+e ON THE JOB 
«++ AT THE MILL 


TENSION CAN BE 
ADJUSTED AFTER 


BALANCE IS 
INSTALLED 





With adjusting tool provided, sprin 
tension can be tightened or ectand 
at any time after sash is installed 
without removing attaching bracket 
from under side of sash. 

Patented coil spring climinates 
friction and rasp for smooth, quiet, 
ositive window lift—guaranteed 
for the life of the building. 


Complete range of sizes. 


ADJUSTABLE 





CALDWELL CLOCK SPRING 
SASH BALANCES 


om | 


HEAD STYLE AT HEAD STYLE FT SIDE STYLE S 


TYPE 242 


Double-hung windows counter- 
balanced with Caldwell’s clock 
springs are guaranteed to give 
smooth, quiet, efficient operation 
for the life of the building. 

Simple locking device reduces 
costly installation time—narrow 
trim allowances save lumber for 
greater construction economy. 





CALDWELL MFG. CO. 


63 Commercial St., Rochester, N. Y 








has succeeded Vol English as man- 
ager of the Atkins Lumber Co. Eng- 
lish retired after 10 years with the 
firm. He has moved to Fayetteville, 
Ark., where he will manage his 
family estate. 


ELK CITY: The Elk City Lumber 
Co. is expanding its facilities and 
remodeling the building, with a glass 
front for better merchandise display. 
The new store layout provides for a 
complete Youngstown kitchen, with 
Westinghouse refrigerator and range. 
A separate wallpaper department 
will be created. 


OKLAHOMA CITY: Russell E. 
Caston Jr. and his father-in-law, Paul 
X. Johnston, have bought the retail 
business of the Warr-Caston Lumber 
Co. The firm name has ben changed 
to the Caston Lumber Co. and it is 
managed by Caston. Russell E. Cas- 
ton Sr. and C. B. Warr will continue 
to operate the millwork plant of the 
Warr-Caston firm. 


KANSAS 


ST. FRANCIS: After 40 years with 
the Foster Lumber Co., A. L. Down- 
ing has retired. He had been man- 
ager of the yard in St. Francis for 
the last 13 years. The Chamber of 
Commerce held a banquet to honor 
Downing, paying tribute for his 
many contributions to St. Francis 
civic life. 


GRIDLEY: W. H. Reed, manager 
of the Whelan Lumber Co., reports 
that his store is being remodeled and 
enlarged by an 18’x22’ addition. The 
new wing will provide display and 
storage space for tools, hardware, and 
heavy merchandise. 


KENTUCKY 


GEORGETOWN: The G. H. Nun- 
nelley Co. lumber yard has been 
bought by two Harrodsburg bankers, 
G. M. Royalty and W. B. Keightley. 
Two of the three former owners, 
Kenneth M. Grant, and James L. 
Lucas, will continue to operate the 
firm’s hardware and farm machinery 
store under the Nunnelley name. 
Otis Wright withdrew from the part- 
nership. The name of the yard has 
been changed to Royalty and Keight- 
ley Lumber and Coal Co. The new 
owners have two yards in Harrods- 
burg. 


LEBANON: Mrs. Don Campbell, 
wife of the executive vice-president 
of the Kentucky Retail Lumber 
Dealers Assn., is recuperating from 
a fall shortly before Christmas, that 
resulted in a broken hip. After sev- 
eral weeks in the hospital, she will 
be on crutches for several months. 


HOPKINSVILLE: V. H. Moore- 
field, partner in the Henderson- 


Moorefield Lumber Co., beams with 
pride at the mention of his son these 
days. Virgil Jr., who compiled one 
of the best debate records in the 
history of Wake Forest College, Wake 
Forest, N. C., will represent the 
United States on a debate team that 
will tour England this spring. He will 
participate in 18 exhibition debates 
at leading English colleges and civic 
organizations and then will tour the 
continent before returning home. 
Friends of the Moorefields say the 
lumber industry lost a_ potential 
leader when Virgil decided to be- 
come a Baptist minister. 


SOUTH CAROLINA 


BEAUFORT: Robert Mitchell, lum- 
berman, has been elected division 
captain of the United States Auxil- 
iary to the Coast Guard. This is a 
voluntary non-military organization 
that cooperates with the Coast Guard 
in rescue, inspection, and instruction 
work. 


OBITUARIES 


LONNIE G. TENNANT, 54, died 
January 6 in a Tampa, Fla., hospital. 
Founder and co-owner of the Ten- 
nant Brothers Lumber Co., he had 
resided in Tampa for 35 years and 
was active in civic affairs. Survivors 
include his widow, two sons, one 
daughter, six brothers, four sisters, 
and his mother. 


DANIEL H. GEORGE, 77, who 
operated a lumber business in Aiken, 
S. C., for many years, died at his 
home in Arcadia, Fla., December 26. 
He also operated a lumber yard in 
Florida. He leaves two daughters 
and four sons. 


E. LEE JONES, 80, who managed a 
lumber yard for 50 years and served 
as mayor of Brady, Tex., for 10 
years, died recently. He moved to 
Brady in1903and opened the Hardin 
and Jones Lumber Co. with Judge 
H. H. Hardin. In 1928 he sold his 
interest to Hardin but remained with 
the company as manager. 


JOHN DAVID SHIRER, 83, retired 
lumber dealer of Sumter, S. C., died 
Christmas day. For many years he 
and Henry McLaurin operated the 
McLaurin Shirer Lumber Co. in 
Sumter. Later he operated mills in 
many localities over South Carolina, 
the last at Mount Pleasant. He leaves 
a wife and two daughters. 


ROBERT O. LEONARD, 39, execu- 
tive editor of Crow’s Digest, trade 
publication serving the lumber in- 
dustry, died December 12 of lym- 
phatic leukemia. For five years he 
was public relations director of the 
Western Pine Assn. Surviving are 
his wife, daughter, son, and mother. 
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INCENSE Boost volume and profits 
CEDAR 
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from the WESTERN 
PINE 


REGION Stock Loxcreen aluminum tension 





screens—preferred by your customers 


Durable and decay-resistant ek - light Loxcreen is the only tension screen with patented 2-way- 
weight and easily worked . . . receptive to pull Spring Latch. Once set, they maintain permanent 
paints and stains of all kinds . . . this pleasantly tension side-to-side and top to bottom. 
fragrant softwood is in demand for a wide range 


of residential and industrial construction work. Only Loxcreen has 2-way length adjustment. Extra folds 


of screening, finger tip controlled floating bar assure 
This is but one of ten fine softwoods from member perfect closure because they allow for normal window 
mills of the Western Pine Association. All are frame variation 

manufactured, seasoned and graded to exacting Lifetime aluminum bars, full length screening and hanger 
Association standards. Lumber dealers, builders, assembly;—here is a simple, complete package your cus- 
architects and wood users have found them tomer will buy ss your counter, Loxcreens are inside 


dependable and best for many construction uses. hung in a few uncomplicated steps, so easy the house- 
wife herself can make an installation in just 5 minutes. 


THESE ARE THE WESTERN PINES . , , 
With a minimum Loxcreen stock in minimum storage 
IDAHO WHITE PINE space, you can supply both new construction market and 
PONDEROSA PINE * SUGAR PINE huge screen replacement demand. Attractive selling price. 


THESE ARE THE ASSOCIATED WOODS 
LARCH * DOUGLAS FIR 
WHITE FIR * ENGELMANN: SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
Facts Folder 
on Incense Cedar. 


Address: THE SCREEN IN THE WINDOWSHADE CLASS 
Western Pine Association, 


Yeon Building, Write for details; THE LOXCREEN COMPANY 
Portland 4, Oregon. 

P. O. Box 5133, Columbia, S. C. or 
522-2nd Unit Santa Fe Bldg., Dallas 2, Texas 
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ae | WOVEN 
oni +4 WOOD SLAT 


FOLDING DOORS & ROOM DIVIDERS 




















ADD 

UP TO 
MORE 
PROFITS 
FOR YOU 


%& MEETS THE DEMAND FOR LOWER 
cost! 

w& EYE APPEAL 
SALES! 

%& VARIETY OF ATTRACTIVE COLORS 
TO CHOOSE FROM! 

%& WIDE RANGE OF USES MEANS 
MORE POTENTIAL BUYERS! 

*% EASY INSTALLATION CAPTURES 

* 


PRODUCES QUICK 


THE DO-IT-YOURSELF MARKET! 
MAY BE SUSPENDED DIRECTLY 
FROM CEILING! 


ABOVE: Veni-Flex Folding Doors convert non- 
functional area at end of room into valuable 
closet space . . . easily installed with over- 
head track. 

LOWER LEFT: No closet space? Veni-Fiex 
doors create space . . . eliminate added 
construction cost . . . may be suspended from 
ceilings. 

LOWER RIGHT: Veni-Flex doors are ideal for 
solving special closure problems . . . for 
example, this breakfast bar. 


CONSOLIDATED 
VENETIAN BLIND COMPANY 


A Division of 


CONSOLIDATED 
GENERAL PRODUCTS, INC. 


24th and Nicholson Houston 8, Texas 





Binswanger Expands in 


5 Wholesale Markets 


Binswanger and Co., Inc., Rich 
mond, Va., wholesalers of glass, mill 
work, and other building materials, 
are establishing branch warehouses 
in two new trading centers and en- 
larging their facilities in three others 
soon. 

In explaining this Binswanger ex- 
pansion program, Vice-President Joe 
Nadler said that “our expectations 
for 1954 are that it will be a fine 
building year and that business gen- 
erally will be at a high level. Our 
company is moving right ahead in 
its long-term plans for expansion be- 
cause we foresee greater future 
growth and prosperity in the South 
and Southeast.” 

Binswanger has opened a new 
warehouse and plant in Roanoke, 
Va., to serve better the southwestern 
part of Virginia, the Virginia valley, 
and parts of West Virginia. 

This year, Binswanger plans to 
open a new plant and warehouse in 
Greenville, S. C. A $120,000 building 
will be placed in service near the 
Greenville airport by summertime. 
't will serve western South Carolina 
and the southwest portion of North 
Carolina. 

To replace outgrown facilities at 
Fayetteville, N. C., Binswanger will 
erect a new warehouse this year. 

A new warehouse is going up at 
Florence, S. C., that will more than 
double Binswanger facilities there. 

An addition to the Macon, Ga., 
warehouse will permit Binswanger 
to serve the entire Georgia market 
better from that central city. 


Sell MH Equipment 


New Southern distributors of 
Baker-Lull materials handling equip- 
ment are the State Machinery and 
Supply Co., Inc., West Columbia, 
S. C.; Nixon Machinery Company, 
Inc., Nashville, Tenn., and Hawkins 
Equipment of Memphis, Tenn. 

Newest equipment to be merchan- 
dised by the firms is the Baker-Lull 
four-wheel-drive Shoveloader, a 
front-end loader with power steering 
and parallelogram loader action. 


Heads Junior Achievers 


An ardent supporter of Junior 
Achievement, L. C. Hart, vice-presi- 
dent of Johns-Manville Corp. re- 
cently went on an inspection tour of 
some of the work done by students 
in school. He is national president 
of Junior Achievement, Inc. 

As an aid to the movement, several 
firms have provided thousands of 
patterns for handicraft and wood- 
working projects. 


HEADS LUMBER SALES 


John E. McCall, above, heads the 
new West Coast lumber sales di- 
vision of the Southern Millwork and 
Hardware Co. in Memphis, Tenn. 
This firm sells exclusively wholesale. 
McCall has had extensive experience 
in the sale of West Coast species to 
lumber dealers in Alabama and 
Mississippi. 


SELLS FOR CENTRAL 


Joe P. Kallaher, above, now repre- 
sents Central Woodwork, Inc., of 
Memphis, Tenn., in eastern Arkansas 
and the Mississippi delta. Kallaher 
has been in the lumber and building 
material business since 1936. Before 
joining Central Woodwork last May, 
he was manager of the miilwork de- 
partment of the Best Lumber and 
Hardware Co. in Memphis. 
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STRICTLY 
wholesale 


TULSA, OKLA.: Arthur J. Black 
is the 1954 chairman of the indus- 
trial department of the Tulsa Cham- 
ber of Commerce. He has been a CC 
director since 1953 and is vice-presi- 
dent of the General Sash and Door 
Co. 


BALTIMORE, MD.: New distribu- 
tor for the Clark Equipment Com- 
pany’s earth-moving equipment in 
the Baltimore trading area is the 
Henry H. Meyer Co., Inc. 

NASHVILLE, TENN.: The Tennes- 
see Glass Co. recently held “open 
house” for its friends and customers. 
The $250,000 office, plant, and ware- 
house were completed about a year 
ago. 


DALLAS, TEX.: The Berry Brothers 
Machinery Co. has been appointed 
distributor for the earth-moving 
equipment formerly made by the 
Michigan Power Shovel Co., recently 
acquired by the Clark Equipment Co. 


JACKSON, MISS.: The National 
Radiator Co. has appointed the En- 
gineering Sales Co. of Jackson to 
distribute its heating products in this 
area. W. V. Potts is in charge of the 
Jackson office, a branch of the En- 
gineering Sales Co. in New Orleans. 


KANSAS CITY, MO.: Don R. Bod- 
well, manager of eastern sales for 
the Long-Bell Lumber Co., has been 
elected a vice-president. This ad- 
vancement rewards not only his 
ability but also his 48 years of serv- 
ice to the Long-Bell chain. 


WILMINGTON, N. C.: The Beck- 
ers Builders Supply Co. displayed 
its handsome new sales offices and 
warehouse at 4040 Market Street 
here to dealers, contractors, and 
suppliers on January 8. This com- 
pany wholesales windows, doors, 
paints, glass, roofing, insulation, and 
plywood along the Carolina coast. It 
fabricates the popular BBB window 
units as a member of the Southern 
Sash and Door Jobbers Assn. E. R. 
Wilson is the manager. 


NEW ORLEANS, LA.: P. Warren 
Stratton has succeeded J. Herman 
Hitt as president of the Stratton- 
Baldwin Co., hardware wholesaling 
firm. Hitt, who has been in the 
wholesale hardware business 53 
years, joined this firm as vice-presi- 
dent in 1927. 


BURLINGTON, N. C.: The Distri- 
butors Reserve Supply Co. has been 
granted a charter of incorporation to 
deal in all kinds of building supplies. 
Louis C. Allen, Louis C. Allen Jr., 
and Sidney Webb are the _ incor- 
porators. 


KANSAS CITY, MO.: The Pacific 


Mutual Door Co. has erected a new 
two-story warehouse, shop, and offic« 
building here. It will serve deale 
in Missouri, Kansas, and Nebraska 
JACKSONVILLE, FLA.: Ed H 
Cobb has purchased the Florida 
Southern Plywood Co. at 2610 Phylli 


* Street here. He formerly was lumbe: 


department manager of the Gulf 
States Plywood Co. in Jacksonvill: 


Improved Distribution 
Theme of NACLS Meeting 


The National Assn. of Commissior 
Lumber Salesmen will hold its an 
nual meeting at the Baker Hotel i: 
Dallas, Tex., March 1-3. 

The theme, “How to Improve the 
Distribution of Forest Products,” wa 
chosen because association leader 
feel that present distribution prac 
tices demand the immediate and 


serious attention of manufacturers, 


wholesalers, retailers, and commi 
sion men. 

Past NACLS meetings have indi 
cated that these gatherings provide 
a good sounding board for this prob 
lem. Representatives from all indu 
try segments are invited to attend 


HEADS HARBOR SALES 


H. W. Van Natta is now director of 
sales for the Harbor Plywood Corp. 
With Harbor for 24 years, he recently 
had served as supervisor of sales 
warehouses from Atlanta, Ga. Van 
Natta succeeds E. W. Daniels with 
offices at Aberdeen, Wash., head- 
quarters. 








Douglas Fir Lumber 


All grades and sizes up to 12”x12” — 50’ 


F.O.B. our concentration yard or mill 


2,000,000 FT. IN OUR YARD! 


Also PONDEROSA PINE LUMBER 


Get our price on half-carload 


or carload 


F.O.B. Mill 


WHOLESALE ONLY 


Dependable Service Assured! 


Perry-Jones Lumber Company, Inc. 


Tel. BE 8201 - 8202 


1094 Huff Road, N. W., Atlanta, Georgia 
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LIONS 0 
wiNDOWS 
NEED 
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f 
PULLMAN. Zézeive 
DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 





Guaranteed! // Foolproof! 
Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes, Just remove 
old pulley and replace it with Life- 
time Balance. Householders, land- 
lords, handyman-carpenters buying 
by hundreds in test stores. Display 
unit sells for you. Your jobber has it, 
or for fuli details, write: 


ULLMAN 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 





Atlanta Cats Keep 
Boys’ Shop Humming 


Atlanta Hoo-Hoo Club No. 1 is 
reaping double dividends from the 
financing of an instructor for the 
woodwork shop in the Atlanta Boys 
Club, according to President Sam 
Houston Jr. One is that it is provid- 
ing constructive activity for about 
200 boys each week. The other is that 
some of them are acquiring skill that 
might lead them into the millwork 
shops and lumber yards of the Hoo- 
Hoo members. 

In the photo, above, gray-coated 
Houston and Veep Ed Taylor, in 
leather jacket, admire some of the 
work going on in the Boys Club 
shop under the guidance of Joe Mc- 
Gauhey. He checks sawing of dog- 
house roofers by boys in foreground. 

In appreciation of his group’s help- 
fulness to the Atlanta Boys Club, 
Houston has been added to its board 
of directors. It also includes Hoo- 
Hoo J. W. (Bill) Zuber. 

At the January 18 dinner meeting 
of the Atlanta Cats, nine of the boys 
showed up with some of their wood- 
work. It was auctioned off for about 
$5.00 a piece, and then Charlie West 
“auctioned the tooth” of a boy for a 
dollar around, which netted $62 more 
for club support. 

The Atlanta Cats have donated 
$630 to pay the wages of Instructor 
McGauhey, who operates the shop 
five afternoons a week after the- 
ology classes at Emory University. 
Scrap materials are donated by the 
lumbermen. Asst. Director David 
Wynn said an average of 30 boys use 
the woodwork shop every day. The 
equipment was donated by the 
American Business Club and other 
civic groups. 

Homebuilders Tom Mimms, Bob 
Hallman, Jack Anderson, and Gene 
Tillman participated in a panel dis- 
cussion on ways dealers can be of 
more service to contractors. 


-hoo 


LOG 


“Competitive Selling” was explained 
to members of Panhandle Plains 
Hoo-Hoo Club No. 8 on January at 
the Jim Hill Hotel in Hereford, Tex., 
by the area director of Dale Carnegie 
courses in speech and leadership 
training. The talk followed dinner 
and a concatenation for new Kittens, 
headed by John Larson, degree cap- 
tain. . . . Notable speakers at the 
December meeting of Palm Beach 
Club No. 147 at the George Washing- 
ton Hotel in WPB were Hal V. Simp- 
son, 46294, executive vice-president 
of the West Coast Lumbermen’s 
Assn., and WCLA’s Cecil Luce, 
45640, of Washington, D. C. Prez Ray 
Tylander, 48324, ran the meeting 
smoothly in the presence of Florida 
architects and builders concerned 
with lumber usage. .. . Serving as 
leaders of Kansas City Hoo-Hoo this 
year are President Richard Mullett, 
Vice-Presidents John Webster and 
Jim Ferrington, Treasurer Charles 
Goodrum, and Secretary Allan Flint. 
Past-Pres. Pat Malone is the v. s. for 
K. C.... The Greater Miami, Fla., 
club devoted part of its January 
meeting to discussion of planting 
trees in commemoration of Arbor 
Day. South Florida Deputy Snark 
Arthur C. Bivins Jr. and Worth 
Cooper were put in charge of this 
project and the possible newspaper 
publicity. It was decided that trees 
should come from various parts of 
the country, including a Magnolia 
tree from Magnolia, Ark. .. . Tampa, 
Fla., Cats heard Steve Labadia give 
an entertaining discussion of the 
F. B. I. at their January 7 meeting at 
the Elks Hall. He described its duties 
and some local F. B. I. activities. 


h 
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| BRAWN 


/ The load on the man in- 
Stead of the truck. Extra 
handling, lower effic iency, 
searing labor costs, 


Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, it lifts up to 1,200 ibs, 
with tinger tip control, 








BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 


operation. 


Write Twin-Tilt for literature 
describing.in detail how you can 
save labor costs whatever the 
size of your operation. 


TWIN-TILT TRUCK CO 
10] 42 es - ee 1) | 
ST. BERNARD, ‘CINCINNATI 17, OHIO 





JUST 

ADDED 
4 More Dry 
Kilns. Our 
Capacity now 
114 Million 
Bd. Ft. per 
Charge. 


Sugar Pine 


White Fir e 








WINTER’S HERE. . . Loggers 
are Coming Out of the Woods... 
BUT WE NEVER STOP MANU- 
FACTURING Ponderosa and Sugar 
Pine from our own large resources 

. top quality kiln-dried interior 
trim, jambs, frames, incense cedar 
venetian blind slats, glued-up panels, 
cut stock, box shook . . . 


What You Want, When You 
Want It. 
Ralph L. Smith Is Your 
Dependable Source Of Supply. 


Mixed Cars to the Trade, 
Our Specialty 








Mills at 
Anderson and Castella 


Sales Office at 
Anderson, California 


Ponderosa Pine « Douglas Fir 


Incense Cedar 





SISALKRAFT 


Means Steady Profit! 


MILLIONS 08 sa. #7.” 


ARE SOLD EVERY WEEK! 


nd ‘ 
of Sisalkr : 
terials against 


Every Builder © 

h waterpro 
machinery and mo 
weather. 


S 
SISALKRAFT HAS DOZENS OF OTHER USE 


f mem- 
+. For waterproo 
RS use If— Under 
agente fill and pow protect 
_— d flooring ° For curing . " jobs in 
finishe parte “losing in I 
ing concre 


progress 
FARMERS vse it—Fo 


snow barriers ° 
h silos « For doors an ers 
s © For haystack cove'™ 


. are 
That’s why MILLIONS of sq. ft 


sold every week. 
samples, posters, ad mats, 
$BS-2, Attleboro, Mass. 


r farm construction 
For temporary and 
d tops of perma 


For information, 


write Dept. 


literature, 


AMERICAN 


SISALKRAFT 


omen 2 2en 2. enen, | 


WATERPROOF 
REENFORCED 
PROTECTIVE PAPERS 


ATTLEBORO, MASS. + CHICAGO 6 ILL. + NEW YORK 17. N.Y. + SAN FRANCISCO 5. CALIF 
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TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


MODEL WFT- 2 


cuts wood and 
resilient floor tile 


9” x 9 sq. or diag. ¢ 12" x 12” —_ 
MODEL MPT-1 é, 
cuts and 
bevels 


metal 
wall tile 


up to 5” x 5” sq, 
ond diag. 


Ee 


ae 


Ramo 


bine 


PAT. No, 
2641845 


ae 


cuts all 
resilient floor tile 


9” x 9" sq. and diag. 
12” x 12" sq. 
MODEL PT-91 


cuts 
plastic 
wall 


tile 
; “) including 8%" 


elves 
BLADE RESHARPENING SERVICE 


DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers «Manufacturers 


228 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 





Wall Coverings 


(Continued from page 30) 


variety in decoration in places 
where a waterproof wall is advan- 
tageous. Not as heavy as linoleum 
floor covering, it is easily applied 
to curved surfaces. 

Plastic wall-covering materials 
are increasing constantly in popu- 
larity. Some are all plastic; others 
have a vinyl face sheet laminated 
to a firm rubber-saturated backing 
that acts as a cushion so that the 
material can easily be applied over 
rough surfaces. This material pro- 
vides maximum protection against 
scratches, scuff-marks, and abra- 
sion. Basket-weave designs, simu- 
lated leather and wood, and a great 
variety of other patterns offer 
many decorative possibilities. Plas- 
tic is especially popular with home- 
owners who are building their own 
play rooms, breakfast nooks, and 
changing kitchen decor. This mate- 
rial can be applied not only to 
walls but, to a limited degree, on 
built-in furniture—such as break- 
fast-table seats to match walls of 
that area. 

These plastic 
come in tile form. 

The chief selling point of these 
materials is their simple mainte- 
nance. All three are washed with 
soap and water and retain their 
original beauty for years. Selling 
them is largely a matter of inform- 
ing the public that you have them 
and that the cost of applying them 
to walls is surprisingly low. 

Too often families have become 
so accustomed to dingy walls that 
they no longer see them—until a 
bright salesman points them out 
and suggests how easily improve- 
ments could be made and financed 
in small payments. 

A few rolls of wall covering ma- 
terial kept on a truck delivering 
appliances or other materials in- 
side a home offer an excellent op- 
portunity to show the home-owner 
in a casual way what could be 
done to a room. Samples show 
other color and pattern possibili- 
ties that might appeal to the cus- 
tomer more. 

Another wall material that is 
rapidly mounting in popularity is 
plastic tile. Five years ago this ma- 
terial was hardly known in many 
areas, but today it is a multi- 
million-dollar business. Yet, it has 
presented problems that made it 
of doubtful advantage to many 
builders and home-owners. Remind 


coverings also 


the builder that the mastic, and not 
the tile, usually is at fault in in- 
stances where tile has failed to 
adhere to the surface. 

Plastic tile products vary greatly 
in quality. It is important to stock 
the advertised line of a_ well- 
established manufacturer, who 
guarantees his product. Plastic tile 
offers the retail lumber dealer the 
opportunity to sell the bathroom 
wall, where previously he may not 
have profited from this part of a 
whole house job. 

Advantages of plastic tile are: no 
cracking; non-porous surface re- 
pels stains; doesn’t break when 
dropped; greater color possibilities 
and beauty of marble design; uni- 
formity of color, so that if one must 
be replaced five years from now, 
the shade of the tile is matched 
perfectly. 

By no means the last in ad- 
vantages is the reduction in the 
cost of the finished wall of from 
one-third to one-half that of cera- 
mic tile. 

Plastic tile is a “natural” for the 
Do-It-Yourself market. One manu- 
facturer offers a $2 kit for home- 
owners that includes a _ trowel, 
chalk line, cutting saw, rule, and 
level. This is an inexpensive line to 
add—one manufacturer offers a 
counter-size display of tile for $15. 
Orders are taken from the display, 
keeping the dealer from tying up 
capital. 

But even better is a display that 
shows at least a few plastic tiles 
actually applied. This minimizes 
the plastic’s lightness, which some 
customers mistake for flimsiness. 

Despite the ample instructions 
for application offered by manu- 
facturers, the salesman _ should 
make sure that the customer who 
wants to apply his own knows 
what he is doing. Point out minor 
problems, such as the fact that 
many bathtubs slant downward at 
one end to speed water draining, 
so that a tile wall behind a tub will 
feature an uneven course just 
above the tub. The home-owner 
may be familiar with a level and 
its uses, yet not think of setting 
up a level string to guide his 
courses. 

One problem to caution a cus- 
tomer about is the effect of great 
heat on tile. The water in most 
showers never gets hot enough to 
affect a wall-tile installation. But 
bathroom heaters sometimes are 
placed too close to a tile wall, or a 
recessed heater is located where it 
will hit the wall directly at close 
range. This is apt to damage the 
tile. 

One manufacturer makes a tile 
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GLIDEOVER 


OPERATORS 


Model 53—Built with “Tension” springs, in 34 stock sizes 
from 8’ x 6'6” to 16’ x 7’; 4 or 5 sections; panels solid or 
open as per specifications. 

Model 54—Built with “Torsion” springs, in 34 stock sizes 
from 8’ x 6'6” to 16’ x 7’; 4 or 5 sections; panels solid or 
open as per specifications. Special sizes up to 24’ x 24’ for 
all residential, commercial or industrial needs. 

Custom Built Doors—with raised, ornamental or flush se« 
tions produced according to individual specifications. 
“Automatic Doorman’”—Wagner’s magic electric operator 
furnished for all makes of sectional overhead and most one 
piece doors. 


Write for Bulletin No. SB-54 


Ube Sawhorse Trestles — Scaffold Brackets 
Folding Ladder Brackets Farm Building 
Hardware and Specialties. 


Ask for Bulletin SB-54H. 
WAGNER MANUFACTURING COMPANY 


CEDAR FALLS, |OWA, U.S.A 





low cost storage space with EZ-Way Folding 
Stairways @ increase sales— show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap 
pearance, EZ W ay teatures 


touck 


tion. Close study of EZ-Way Fold 
ng Stairway features will prove to 


1-control, balanced spring ac 


you the way to dest please your cus 


liary, low cost storage 


tomers on aux 
space 

Write ropay for the illustrated brochure 
providing information and specifications on 
EZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 
300-5 St. Paul Park, Minnesota. 


EH Z-WAY! 





SMALL IN SIZE... 
IN FEATURES 


with super pulling power 
for smooth positive action 


retail price 70¢ 


easy fo install... 
no moving parts 


MAGNETIC CATCH 
by NATIONAL LOCK 


Here’s a new item with remarkable profit oppor- 
tunities. Strong magnetic power closes door 
quickly, securely, silently... at a gentle push. 
Steel and aluminum inner parts housed in 
attractive, sturdy tenite. Packaged in handy box 
with clear acetate slide cover. Box contains 
catch, strike, necessary screws for installing. 
FREE demonstrator... only 6-1/4 x 2 inches 


saa Assortment consists of 2 

4 “a6 «6dozen R222 Magnetic 
exrens &) Catches with a list price 
of $8.40 per dozen. Com- 

pact, space-saving de- 

monstrator is provided 

FREE with this assort- 

ment. Helps you sell. 


Distinctive Hardware ... All from ] Source 


NATIONAL LOCK COMPANY 


Rockford, Ninols @ Merchant Sales Division hy 
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that interlocks, so that no grout 
line is required. This eliminates 
the problem of dirty grout lines 
and their periodic cleaning. An- 
other manufacturer has introduced 
a larger, “jumbo size” tile. 

Although usually thought of as a 
bathroom wall covering, tile has 
many other practical applications. 
Popular uses include: in kitchens 
behind workspaces, on dividers 
between kitchens and utility or 
breakfast areas, and in other areas 
where a tile design lends itself to 
a scheme of decoration. 


Increased Popularity 
For Baseboard Heating 


Nearly 50 manufacturers are now 
making various types of baseboards 
for baseboard heating systems, ac- 
cording to a report by the Plumbing 
and Heating Industries Bureau. 

The bureau points out that this 
system is becoming increasingly 
popular and is replacing the old- 
style radiation in many building 
modernizations. 

Patents for baseboard heating 
systems were issued as early as 1900. 
The first application was in railroad 
cars. Finned tubes were used in rail- 
road coaches in 1926. 





AVAILABLE AT 
ALL TIMES 


KILN DRIED 
CABINET 
WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass- 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 





LOUVERS SOLVE WESTERN EXPOSURE PROBLEMS 


Louvered windows were used for several reasons in the new Robertson 

Square—in the heart of “decorators’ row” in Los Angeles, Calif. The building 

faces west. More light was needed for late afternoon illumination, yet some 

of the heat needed to be reflected. Architect Robert E. Faxon used louvers 

“to solve the problem of afternoon sun and heat, while utilizing the vertical 

and horizontal «rhythms of the 6” glass strips to add beauty to the basic 
design.” Photo courtesy of the Sun-Sash Co. 


Good Year for Maple 
Flooring Seen by DeWitt 


At the 57th annual meeting of the 
Maple Flooring Manufacturers Assn. 
in Chicago recently, President D. S. 
DeWitt predicted that maple flooring 
sales in 1954 will at least equal the 
1953 volume—estimated for the en- 
tire industry at 53,000,000 feet. 

“New business booked in 1953 re- 
flected an increase of approximately 
15 per cent over 1952,” DeWitt said. 
“The year just passed has not been 
of boom proportions, but we have 
made some progress in several 
worthwhile objectives. 

“As an example, we are currently 
selling more maple flooring for 
school projects where all rooms 
throughout, and not just the gym- 
nasiums, are floored with our prod- 
uct. Also, more Maple Flooring was 
used last year for replacements in 
spaces originally floored with cheap- 
er materials. These substitutes, laid 
as a money-saver, were not satisfac- 
tory. Replacements with maple have 
been noted in bakeries, school] multi- 
purpose rooms, industrial plants, 
etc.” 


Heads Memphis Builders 


Jack W. Rich, West Memphis 
homebuilder, lumber dealer, and 
mortgage banker, has been elected 
president of the Home Builders Assn. 
of Memphis, Tenn. 

In taking office, he estimated that 
at least 5,000 new homes will be 


built in Memphis during 1954, com- 
pared to the 6,500 built last year. 

Chosen as first vice-president was 
Kemmons Wilson. Louis Weeks Jr. 
is second vice-president, and Robert 
G. Snowden is treasurer. 


Lumber Disappears 


Thieves succeeded in taking enough 
lumber from the Burr Lumber Co. 
in Ennis, Tex., recently to start a 
building. 

It appeared that they hoisted the 
lumber over the yard gate, located 
at the corner of two streets. A truck 
had been pulled up to the gate. 
Manager J. C. Lowry missed the ma- 
terial as soon as he opened up the 
yard. 


“Quiets” Office Floor 


Laying of a composition tile floor 
over Masonite underlayment in a 
second floor office in the Corbett 
Building, Valdosta, Ga., disclosed the 
sound-deadening effects of the hard- 
board panels over the old wooden 
floor. 

Primarily, the purpose of the un- 
derlayment is to provide a perfectly 
even surface to bridge a rough un- 
derflooring and thereby minimize 
wear on the floor covering. 

A dramatic comparison of the 
noise-abating qualities of the hard- 
board was afforded because half of 
the second floor was remodeled and 
rented before the same improve- 
ments were made in the balance. 
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L O HIGH QUALITY 
e Single Strength 
GLASS Double Strength 


...Because it’s longer, more 
patiently annealed...it’s 


the easy-to-cut WINDOW GLASS J 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 














i 
Carnttvouy 
SAFETY FOLD STAIR 


@ Arm hinge auto- 
matically broken 
by spring tension 
as you step off 


@ Spring operates 
off frame over 
break bearing in- 
stead of door, 


eliminating deor 
flying up in face, 
two adjustments 
on spring. Arm 
operates with 
sleeve bearing. 

Stiles thoroughly 


stair. 
4%" treads 84%" 
apert instead of 
9%”. 


No exposed hinges 


on ceiling when 
unit is installed. 





braced eliminat- Long metal hand 

ing possibility of rail — No eplin- 

spread. ters. 
Dealers—write today for full information and 
name of your hearest distributor. 


Century Manufacturing Co. 
410-20 NORTH WALDRAN, MEMPHIS, TENN. 











Z2Rweseeereewe2ererereeezeereewere er wes 


THE EYES OF 


the South will be on 


T-E-X-A-S 


in the March issue of 


Southern 
BUILDING SUPPLIES 


It will carry all details of the big Fort 
Worth convention of the Lumbermen’s 
Association of Texas. Also: feature articles 
on the sales programs and methods of out- 
standing Texas lumber dealers. Also: the 
annual survey of lines sold by dealers 
throughout South and Southwest. 


NEXT MONTH, BE SURE TO READ 
Southern Building Supplies. 
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THEY’LL 


Cell 


IF YOU'LL 


Tell 


THESE 
FACTS... 


i Eee 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


*TRIPLE-LOCK 


As the “bump” is forced 

















. 
DRIVE SCREW SHANK 


+ +» makes the nail turn and hold like a 
screw. It holds with a powerful, unyielding 
grip. Threads are deep and sharp be- 
cause they are formed after galvanizing, 


through the sheet, the sheet 
springs back over the bump 
—this effectively prevents 
the nail from working out. 
The nail, lead and sheet are 
solidly locked together. 


For Galvanized and Aluminum Roofing 


What an advantage it is 
which sells itself « 
which you can ws 

You can’t lose when 
Roofing Nails. Get 


to offer a nail that has everything —a nail 

1¢ strength of its own qualities —a nail around 
real sales story. 

you offer Deniston Triple-Lock Lead-Seal 

the facts and tell the facts. 





4856 South Western 


Directions Booklet 


Name 


The DENISTON COMPANY 


Please send me without cost 


Avenue, Chicago 9, Illinois 


[| Complete price information 
{_] Pallet and other type nails 





Address__ 








a 


— 


__State__ 


SOMBIE 
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Helps Home-Owners 


(Continued from page 27) 


“We sell a piece of lumber any 
size the customer needs,” Raines 
pointed out. “And for a small ad- 
ditional charge, we take it to the 
millwork shop and cut or finish it 
anyway he wants it. 

“We sell five brick or a thousand. 

“We cut screen wire, thread pipe, 
and provide virtually any material 
or service, no matter what the 
quantity. And that goes for the 
‘little man’ just as much as for the 
big contractor.” 

Such an arrangement often 
means a thin profit margin on 
single purchases. But Raines Broth- 
ers figures it comes back many 
times in good-will and _ repeat 
orders 

Most drop-in 
Raines are handymen and home 
owners and quite a few are 
women. A majority pay cash. But 
there’s a substantial list of regular 
charge customers from Birming 
ham’s West Side, within a two 
mile radius of the Raines Brothers 
store 

The three partners in the com 


and W. S. 


customers at 


pany are Car! H., Joe E., 
Raines 


Schedule Announced 
for Heating Schools 


For the eighth year, the National 
Warm Air Heating and Air Con- 
ditioning Assn. is sponsoring a series 
of Indoor Comfort Conferences 

These two-day classes “show heat- 
ing men how to increase their profits 
by using industry-accepted methods 
for designing and installing winter 
air-conditioning systems.” 

Conferences in Southern states will 
be held in Raleigh, N. C., March 15- 


16, and Birmingham, Ala., March 
19-20. 

Advance registration can be made 
by sending a check for $17.50 for 
each person to the association head 
quarters at 145 Public Square, Cleve- 
land 14, Ohio. 


Insulation Trend Noted 


Nearly 90 per cent of Zonolite 
vermiculite loose-fill insulation sales 
are being made to Do - It - Yourself 
home-owners, the Zonolite Co., re- 
cently reported. Ease of installation, 
low cost, and lasting efficiency were 
credited for this trend. 

Retail sales value of the mica-like 
mineral sold for loose-fill insulation 
this year is expected to be $9,000,000 

a gain of 143 per cent over 1946. 

A couple can insulate the average 
attic with vermiculite in one after- 
noon for about $67, using no special 
tools. The mineral is simply poured 
out and leveled off, the company ex- 
plains. 


Extra Services Pay 
(Continued from page 34) 


or sold from the cut-outs or ends 
of the finished panels. 

Other millwork, lumber, and 
building materials stocked and sold 
by Zuber include Marlite prefinish- 
ed hardboard panels, metal and 
wood moldings, cedar shakes, fir 
and hardwood plywood, screen 
doors, blinds, wood paneling, screen 
and flush and fir doors, glues and 
cements, Formica plastic sheets, 
attic stairways, mahogany and 
these Western lumber species—fir, 
redwood, pine, and larch. 

Last month the Zuber Lumber 
Company published anew its strict- 
ly wholesale policy of supplying 
retail dealers with building mate- 
rials and certain manufacturers 





YELLS 


“ah LOW POPL 
N. H. Ll. A RED CEDAR CLOSET LINING 


W. J. WORD LUMBER CO. 


Phone 327 ~ 


.T O88) :10] 1@) — ALABAMA 





with materials used by them in 
producing products for re-sale. In 
the statement to its customers, the 
firm made it clear that it could not 
make deliveries at the warehouse 
for pick-ups except to the custo- 
mer’s own equipment, and that out- 
of-town shipments had to be made 
by common carrier or contract 
hauler on specific dealer order. 

For a wholesale firm to stay in 
business and make a profit, it is 
necessary to check every line han- 
dled periodically, pointed out 
Bruce Byrd, Zuber’s partner in this 
operation. “Every month I go over 
our sales results, item by item, to 
be sure we’re handling the lines 
that are popular enough with the 
trade to produce a sure profit. 

“With the changing tastes of the 
buyers and builders of homes, we 
look around for promising new ma- 
terials to replace those we find un- 
profitable. Changes in trade dis- 
counts and profit margins affect our 
product line-up, too. 

“For example, when most manu- 
facturers began selling dealers and 
applicators asphalt roofing and -in- 
sulating board on the same bases 
as ours, we chucked those products 
and developed new ones. We know 
it takes 16 per cent gross profit to 
run our wholesale business.” 

The Zuber Lumber Company 
was started in 1889 as a wholesale 
lumber outlet by John W. Zuber 
Sr. He passed on in 1936 and his 
son continued the business. It was 
moved in 1948 to its present loca- 
tion, starting in a 128x220-foot 
warehouse. 

Another warehouse was built 
back of this one last year, with the 
two connected by a drive-in load- 
ing dock area. Altogether it pro- 
vides 56,000 square feet of storage, 
fabricating, and shipping space. 

Zuber uses an average of 50 em- 
ployees. These include four outside 
salesmen, three office salesmen, and 
five women office workers. The out- 
side salesmen are Charlie Chase for 
north Georgia and adjacent terri- 
tory; Weems Jones for south Geor- 
gia and adjacent territory; Marion 
Harris for city dealer sales, and 
E. Owen Perry for city industrial 
sales. The office salesmen are Tom 
Goodman, Marlin Gilbert, and Fred 
Johnson. 








PARTNER WANTED 


in well established Lumber and Supply Yard 
located in Birmingham. Ample plant and 
equipment to handle large volume, excel- 
lent location. Present annual sales over 
$100,000.00. Write Box 41, SOUTHERN 
BUILDING SUPPLIES, 806 Peachtree Street, 
N.E., Atlanta 5, Ga. 
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IMMEDIATE 
DELIVERY! 


Stock and Sell 


I BESSLER 
> DISAPPEARING 
SIAIRWAYS 


- The ORIGINAL disap- 
pearing stairway—made 
for over 40 years. 

A REAL stairway. 
Seven well-engineered 
models—for every need. 
Safety-designed in every 
detall for protection. 
Suitable for the finest 


homes—old and new. 
Operates from above and 
below. 

Full width treads. 

ALL steps equal height 
Treads and stringers are 
made of Sitka Spruce. 
Full door width. 

Full length SAFE hand 
rail, 

Accurate architectural 
design assures easy and 
SAFE ascending and de- 
scending. 

. All metal parts are made 
of strong, SAFE pressed 


sv =S San fF a se YN 


steel. 
. Repairs always available 
on quick notice. 
. Doors made of White 
Pine and Fir in two 
panel and flush types 
hardwood doors in flush 
type only. 
16. Tailor-made 
for all heights 
- Hundreds of 
thousands in 
constant daily 


use. 
. ppmetiate de- 


very. 
. Meets all build 
ing codes. 


Market St., Akron 5, O 


New Catalog! 


Illustrates and describes com- 
plete line of seven Bessler 
Disappearing Stairway Mod- 
els to meet all your needs. 
This new catalog should be 
in your files for ready ref- 
erence—write for your copy 
now! 


Bessler Disappearing Stairway Co., 1900-F € 














Build Your Profits With Redwood 
(Ponderosa Panelling & Fir Framing, too) 
@ Storey stocks top quality California Redwood—or we will 
deliver as little as 6000’ in a pool car direct to you. Beau 
tiful Vertical Grain all-heart Panelling & Siding—it sells 
itself! 

@ Storey also stocks: Fir, Ponderosa 
Pine (beautiful Pickwick Panelling 
in No. 3 & No. 2 & Btr.), West 

Coast Mouldings & Jambs 


Wolmanized SLYP in 
quoted f. o. b. jobsite 


W. M. STOREY LUMBER CO. 


Southern Pines, North Carolina 
TWX S. Pines 99 


truckloads 


Phone orders Collect! Phone 2-2412 














WHEN YOU WRITE TO Advertisers 
IN THIS MAGAZINE... 


Tell Them YOU READ ABOUT IT IN 


Southern 
BUILDING SUPPLIES 











f 


DICKS-PONTIUS GLAZING 
COMPOUND sells faster 


and gives you more profit 


PICKS-PONTIUS 


GLAZING 
COMPOUND 


High Quality! 
permanently! Ready to use just as it comes in the can. 
A truly elasti: 
easily and get excellent results! 


For glazing wood or metal sash. Seals 


glazing compound that anyone can use 


Versatility !—Just the ticket for many other home re- 
pair jobs in addition to glazing. And it's white—just 
what consumers want! 

Modern Distinctive Packaging!—D-P Glazing Com- 
pound is attractive on display in its modern red and 
black label. Sizes—1 lb. and up. Order from your job- 
ber now. You'll be glad you did when you see how 


fast and profitably it moves! 


A Another D-P Profit Booster— 
White Caulking Compound in a Tube! 


wae, Thi 
quality D-P White Caulking Compound is a 


giant tube (approx. 1/10 gal.) of high 


ane red hot item! Consumers go for its compact- 


oy 


ness. No gun to fuss with—just squeeze the 
tube and apply to cracks around window and 
door frames, concrete, masonry, bathtubs, 
sinks 
eye 

from your jobber today! 


countless other places. Ten tubes to 
itching display carton. Cash in! Order 


nanan 


| For 87 years — the quality leader 


The DICKS-PONTIUS Company 


DAYTON, OHIO 
Alexandria, Va. * Decatur, Ga. * Dallas, Texas 


2 DP 
d 
4 
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VULCO 


Aluminum Screens | 
Every PART FITS 


e Easily 
e Economically 
e Smoothly 


Channel, inserts, lock handles,/cormer in- 
serts are engineered for utmost simplicity 
and long, hard wear. This RIGID screen 
is easily fabricated. Specially designed 
cut-off saw at low cost, Wire roller and 
mallet are all the tools necessary. 


. « » All Amounts to Profit 


Hundreds of screen fabricators have 
turned to VULCQ ghannels and parts 


exclusively becaug@ you get 


1. A full, complete line of parts and 
hardware, 
2. Ease of fabrication and installa- 
tien. fav 
Immediate delivery and close inw 
spection, eliminating costly stock — 
nd. fi 
orto ntty ‘Mesated direct c¢om- 
iy represeptatives to (direct 
ou personally on any problems. 
Komplete fellow-through of ad- 
{ wertising sales help. ineluding 
“ brochures, newspaper 
mats, displays and sales- 
moan assistance. 


Adds wp te . 
make 
vutco 


@ natural! 





FULL LINE 
OF HARDWARE ~ 
AND TOOLS 
AVALIABLE 











A leader in the industry 
since 1945. 


Call, write or wire 
VULCAN METAL PRODUCTS 


2801 - 6th Avenue, South 
Birmingham, Alabama Phone 4-5423 


 eleeteetietentententetenteatatentetetetentes 


To: VULCAN METAL PRODUCTS 
2801 - 6th Avenue, 5. 
Birmingham, Alabama 


Please send me catalogue and further 
details relative to VULCAN SCREENS 
No Obligation. 


Name_____ 
Address 
City___ 
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Sain, Wm. T. 

Sanders-Cederlof & Associates 
Sanders, Sam G. 90 
Seaboard Lacquer Co. ° 
Seidel Mfg. Co. 76 
Selinger, Eliot R. 76 


Sellars, Jack L. 

Simpson Logging Company 
Smith, J. Paul 48, 50, 
Smith Lumber Co., Ralph L. 
Southern Metal Products Corp. 
Southern Plaswood Corporation 


Southern States Iron Roofing 
Co. (Barclay Mfg. Co.) 
Southern States Iron Roofing 


x 


Co. (Perma Products) 

Southern States Iron Roofing 
Co. (SSirco) 

Spentzos, Jim 

Stair, James A. 

Stanley Works, The 

Stem, Inc., Chester B. 

Stenzhorn, Inc., Bob 

Storey Lumber Company 

Stovall, W. H. 

Superior Wall Prod. Co. 


T 


Tennessee Coal, Iron & Railroad 
Div. U. S. Steel Corp. 


Tennessee Products & 
Chemical Corp. 


Trimble Co., Ine., C. R. 


Trinity Diy. General 
Portland Cement Co. 


Tri-State Building Service 
Trowbridge, Lewis C. 
Turner & Seymour Mfg. Co 


* 
* 


"9 
iZ 


81 
67 


Turpentine & Rosin Factors, Inc. 5 


Twin-Tilt Truck Company 


U 


Union Aluminum Co, 
Union Lumber Co. 


U. S. Plywood Corp. 
(Industrial Adhesive Div.) 
U. S. Plywood Corp. 
United States Steel Corp. 
Coal Chemicals Division 17 & 
United States Steel Corp., Tenn., 
Coal, Iron & Railroad Div. 


Universal Window Corp. 
Upson Co. 
Utley, Inc., Withers Clay 


V 


Vennell and Son, H. L. 
Vento Steel Prod. Corp. 
Vulcan Metal Products 


WwW 


Wagner Mfg. Co. 

Wallace Manufacturing Co. 

West Coast Lumbermen's Assoc 

Western Pine Assoc. 

Weyerhaeuser Sales Co. 

Whitton, R. E. L. 

Wickwire Bros., Inc. 

Willamette Valley Lumber 
Company 

Williams, Grainger 

Womble Co., Murray R. 

Wood Treating Chemicals Co. 

Word Lumber Co., W. J. 

Wright Co., L. K. 


Y 


Yauger & Co., Jack 


Z 


Zegers, Inc. ; 
Zimmerman, Fred H. 





Year round better living 
means summer, (00... 


. and Reed attic and window fans make 
the difference between enjoying or suffer- 


ing through the hot 














RTS TWO-SPEED REVERSIBLE 
WIND-O-VENT FANS 





RTS TWO-SPEED REVERSIBLE 
PORT-O-VENT FANS 


season, 


WINDOW F 
ATTIC FANS 


o> es wstesso: 
Og Og a On 








RDD TWO-SPEED DIRECT-DRIVE 
WIND-O-VENT FANS 


RVU PACKAGED ATTIC FANS 


Reed offers a complete residential 


fan lins 


for every installation require- 


ment the builder may encounter. 


Wind-O-Vent fans in sizes, for every type 


home, packaged attic fans with 
air capacity ranges from 5,000 to 18,600 


CFM, two-speed, reversible portable 


fans for residential 


spot-cooling. 


Certified air delivery ratings, power- 


ful, quiet, quality t 


hroughout. 


Wnite for Goakieg 


t] 
UNIT-FANS,INC. 


1001 SAINT CHARLES AVE, [1 
NEW ORLEANS 8, LA. ; 


me eee 
Reed Unit-Fans, Inc., S92 
1001 Saint Charles Ave., * 
New Orleans 8, La. 

Send me full information 
about Reed Fan Line and 
Dealer Promotion Plan. 


Name 


' Address 


City State 
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handi-rolls 


for the home owner...a 
building paper for every 
need in convenient carry- 
out size rolls . . . 100 
square feet—36” wide. 


Leatherback 
ALL-PURPOSE Handi-Roll 


asphalt saturated, water 

resistant breather type 

sheathing paper. For such 

uses as under siding on 

frame constructed walls . . . between floors 
. . under floor covering . . . temporary ex- 

terior protection . . . and mulching paper 

for gardens. 


Leatherback RED ROSIN Handi-Roll 


non-staining, rosin-sized paper. For such 
uses as throw-away drop cloth to protect 
floors, floor coverings and furniture while 
painting, decorating, remodeling and repair- 
ing ... temporary runner . . . wrapping 

and packaging . . . and picnic table cloth. 


Leatherback STORM BLANKET Handi-Roll 


reflective insulation and vapor barrier .. . 
pure aluminum foil. For such uses as insulation 
in side walls, ceilings, floors and between 
attic rafters for warmth in winter and coolness 
in summer, Use behind radiators to reflect 
heat. Gift packaging . . . decorative uses. 


Leatherback REINFORCED Handi-Roll 


waterproof, weatherproof 1” x 1” glass 
mesh. Outdoor protection for farm equip- 
ment, lawn furniture, boats, or anything 

to be stored outside. Winter wind break for 
screen doors. Concrete curing. Water- 
proof wrapping. 


Packaged 12 rolls of each kind per carton for 
self-selling store display. Available now, Here's 
your chance to expand building paper sales 
through customers everywhere. Contact your dis- 
tributor . . . or write direct to us. 


Protective Papers, Inc. 


General Office and Plant @ UNION, ILLINOIS 
Leatherback ... The Complete Line of Building Papers 


Branch Office 
and Plant- 
HOLLISTER 
CALIFORNIA 


For a Faster “Turnover tu 
ALES and PROFITS! 


BUILDING 
SPECIALTIES 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
on schedule. 


vy WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


vy FLINT-TOP 


A penetrating surface hardener for new and old 

concrete, terrazzo flooring and other concrete 
WRITE surfaces. Protects floors against oils, acids, salts, 
FOR alkalies and many other chemicals. Retards con- 
DETAILS crete dust. Adds years to floor life. 


PERROW CHEMICAL CO.,-Hurt, Virginia 











When QUALITY and SERVICE count 


call for 
=-PLY WOOD 
-LUMBER 
-DOORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 


G-P PRODUCTS—G-P Ripplewood Textured Paneling + 
GPX Plastic-faced Plywood « G-P Crownply Hardwood 
Plywood « G-P Plysheet Southern Plywood « Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hardwood Flush Doors * Cypress and Redwood Lumber 
* Southern Pine *« Southern Hardwood Lumber « Western 
Lumber « Treated Lumber and Timbers « Residential and 
Factory Flooring * Mouldings 


-- “i. le OR ORGIA — PACIFIC 
PLYWOOD COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 











the tightest closing window ever made 


ell on Sight 


“Flite 


AWNING WINDOWS 


available in wood or aluminum 


Auto-Lok—the window women want most 
—sells on sight because builders know 
from experience AUTO-LOK Windows 
make houses worth more. . . help clinch 
sales. Ludman Auto-Lok make homes 

look newer . .. more modern. They add 
extra sales appeal and extra value 
without adding extra cost. 


Ludman Auto-Lok Windows save builders 
money, because no time consuming in- 
stallation adjustments are required and 
they never need adjustment afterward . . 
Eliminate costly call-backs. Figuring the 
time saved for installation and the 

extra value they add, Ludman Auto-Lok 
Windows are the most economical 
Awning Windows to use. 


The immediate appeal of Lud- 
man windows combined with 
Ludman’s patented Auto-Lok 
principle of operation makes 


buyers out of prospects. 


Put this demonstrator 


to work in your showroom 


Many beautiful combina- 
tions are possible. Picture 
windows can be supplied 
in any width for glazing 
with 4" plate or insulated 
plate panels. Screens, storm 
sash readily available 


Standard units can be used 

-—— ———} singly or in combinations 

A / for maximum light, venti- 
——e — lation and greater wall 
AA A space for furniture ar- 

eb) | rangements. Exclusive de- 
a layed-action night vent 


for ventilation. 


For the name of your nearest Auto-lok jobber, write— SBS-2 


7 
LUDMAN (6620dlitre \0% x0, noms 


LUDMAN LEADS THE WORLD IN WINDOW ENGINEERING 
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America is sold on 


glass for windows... 





Now it’s screen cloth 
made of glass! 


New Chicopee FIBERGLAS Screen Clot 
can't rust, corrode or stain! 


DISPLAY RACK Cuts - Measures — Dispenses — PLUS 


FIVE 50 FT. ROLLS of Chicopee Fiberglas Screen Cloth in the five 
best-selling widths: 26”, 28”, 30”, 32” and 36”. Replacements are in 
100’ lengths. 


A SPECIAL — 95 
OFFER — BOTH YOURS FOR ONLY *g3* (cior ) 
sce til. 


This special offer is limited. See your jobber or write directly to us today. 


And fo introduce it... 


| 





LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, New York 


*®T.M.O.C.F. Corp, 
t Trademark 
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